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Garden Hose 


The Thermoid line is acknowledged the standard for quality the world over and is 
most complete. It embraces a particular grade of hose for every purpose and varies from 
the lowest-priced to the very best. 





Experience in manufacturing garden hose for over twenty years has taught us the proper 
compounds, the correct weights and grades of fabric and the best methods of construction to 
insure proper service under all conditions of use, and the Thermeord line is now recognized 
as the leader and is acknowledged the standard the world over. 


Every piece of fabric and every compound is tested before and after manufacture, and 
every length of hose is rigidly inspected before shipment, which guarantees both uniformity 
and durability. All grades made with our elastic non-drying tubes and covers, which will not peel. 





Special in both quality and con- 
FLEXOID struction. Very flexible, light 


and will not kink. Constructed with four plies 
of sheeting and braided cover. Tube, cover 
and friction of high quality stock. High 
pressure. Should be carried in every stock as 
a high-grade hose. Guaranteed. 





SAXONOID A five-ply hose of light 


weight, special duck of great 
strength and durability. Excellent friction, 
tube and cover. Very flexible and durable. 
For lawn or garden use, and especially recom- 
mended for florists, gardeners and contractors. 
High pressure. Guaranteed. 





A five-ply hose of special 
TRUMPOID quality, high-grade sheeting. 


Excellent quality of friction, cover and tube. 
Combines lightness with strength and dur- 
ability. A popular brand, very serviceable. 
Recommended for greenhouses, lawns and 
gardens. Medium pressure. Guaranteed. 





Booklet, Samples and prices on request. 
Don’t fail to see a sample of Flexoid. 


hermoid Rubber 


TRENTON, N. J. 
Makers of Thermoid Brake Lining and Nassau Tires 


New York Philadelphia St. Louis Detroit San Francisco 
Chicago Pittsburgh Indianapolis Boston 
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ateral Adjustments 


No matter how much the barn door is warped it will hang tight against 
the door jamb and slide without interference when equipped with 


No. 88 ADJUSTABLE 
STORM-PROOF HANGERS 


The Improved Storm-Proof Rail protects the mechanism from the entrance of bird 
and storm. The new cover is 14% inches longer than previously and a new style end-cap 
has been provided. 


No. 88 Storm-Proof Hangers are packed one pair in a box, complete with bolts for 
attaching as well as lag-screws and end-caps for the rail and illustrated directions for 
attaching. 


Write today for catalogs. 


National Mfg. Company 


Sterling Illinois 
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NAUGATUCK VALLEY’S NEATEST 
HARDWARE STORE 


Home-Made Fixtures and Cleanliness Gave the Seymour Lumber and 
Hardware Company This Enviable Reputation 
By T. E. LEONARD 

















These sample doors are nearly all home-made products. 


The stand on the show case gives prominent display to 


guns at a special price 7 


town was bigger “so that he could put in 

up-to-date fixtures.” His brother hardware 
man in the city could likewise fatten his bank roll— 
if he could get away from high rent, high-priced 
help and expensive equipment. We all could make 
money— if. 

To the small-town man a complete modern equip- 
ment is not always a necessity, though often 
desirable, but because he cannot equip his store in 
the latest approved style is no valid reason why his 
establishment should look like the family attic. A 
handy man can produce home-made fixtures during 
spare time that will compare favorably to those of 
expert fixture men and that will often suit his 
individual needs even better. 


<= small-town dealer could make money— if the 


Naugatuck Valley’s Neatest Store 


Seymour, Conn., has 5000 inhabitants—not a 
metropolis by any means—but it can boast of an 
establishment that is known as the neatest hardware 
store in the Naugatuck valley and that deserves the 
reputation. Not only is the stock admirably dis- 
played, but it is spotlessly clean. You may run your 
hand across the show cases without needing an 
after treatment of scrub brush and pumice soap, 
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and you can repeat the performance with the same 
result on even the nail kegs in the cellar. From 
basement to storehouse a man might revel in white 
flannels and come out spotless. And still we find 
those who believe that their town is too small to 
appreciate anything but dirt’ and disorder. 

The man digectly responsible for the greater part 
of this desirable state of affairs is R. Deane White. 
Display and cleanliness are his business hobbies, and 
close attention has made him a specialist. His 
home-built fixtures and his window displays have 
added a lot to the appearance of the store. 

I stepped from the train in Seymour one morning 
this fall and looked around for a hardware store. 
This one could hardly be missed. On the opposite 
side of the street from the station, a short distance 
down, I saw a plain bold sign—Seymour Lumber 
and Hardware Company. I crossed the street and 
headed for it. 


A Sandwich Sign 


From a considerable distance up the street I 
could see a large sign near the edge of the side- 
walk that told in plain lettering that the time for 
roofing was at hand, and that gave a list of prices 
on several kinds of ready roofing. A closer view 



































The store front of the Seymour Lumber and Hardware Company, Seymour, Conn. Both windows are boosting guns 
and ammunition 


showed it to be an idea well worth copying. It is 
made after the pattern of the “sandwich sign” that 
is so familiar in most cities. It is hinged at the top 
and when put out on the sidewalk it carries its 
message to everyone who passes. When I saw it 
the opposite side told a story of shotgun shells. The 
picture used as an illustration, however, was taken 
during the summer when garden hose and lawn 
needs were more in demand than ammunition. The 
signs are changed frequently and are used to feature 
seasonable goods. 


A Brace of Business Boosters 


The clutter of merchandise that often adorns the 
sidewalk of the small-town store was missing, and 
I thanked my lucky stars that I could get close to 
the windows without a struggle over a pile of 
baskets or an assortment of garden tools. But a 

















Each one of these fixtures answers its purpose in a 
first-class manner. The scythe rack is especially good 


look at those windows would have justified a fight. 

The left window represented a hunter’s camp. 
There was a little tent and a tripod on which hung 
an old kettle that had seen real service. The fire 
was represented by a red electric light under a heap 
of twigs. It didn’t exactly make the coffee pot 
bubble over, but it looked like the real article. The 
hunter’s coat was thrown across an old box and his 
gun leaned against it. A gun or two more and a 
few boxes of shells made up a window with a real 
selling power. 

The other window made first-class use of manu- 
facturers’ advertising matter, and this, too, was 
used to boost the sales of guns and ammunition. 

The store front showed that some one gave time 
and attention to window dressing, and I expected 
to find inside a store that would be in keeping with 
the outer appearance—and it was. 

Just inside the door I was confronted by a case 
of guns and rifles. Through the center of the store 
are several pillars, and on the first of these is a case 
about 3 ft. wide and 5 ft. high, fastened high 
enough so that it is on a level with the eye. It 
cannot be missed by anyone who enters. It is used 
for seasonable stock, and at that time contained 
guns. It was mighty good backing for those window 
displays. 


Home-Made Sample Doors 


The left side of the store is equipped almost 
entirely with sample doors that White has made. A 
prominent lock manufacturer furnished a few, but 
the rest are the product of profitable labor during 
spare time. These doors are 42 in. high and 18 in. 
wide, and on them are sampled builders’ hardware, 
locks, hinges and butts and a great deal of small 
miscellaneous hardware. Every sample is securely 
fastened, and the stock is kept in numbered sections 
behind the doors. The boards are dyed mahogany 
and varnished—the appearance is excellent and not 
“home-made” in any respect. The construction of 
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these doors took a lot of planning and considerable 
labor, but they have brought results. 


Lighted Cases 


The show cases in front of this section were 
trimmed in first-class manner. The glass tops were 
free from dust and the usual accumulation of mis- 
cellaneous specialties that often covers the tops of 
many cases and spoils their usefulness was missing. 
The displays inside were excellently arranged, and 
when a pair of electric lights was snapped on in one 
of them I had some idea of their effectiveness at 
night. 


A New Stunt for Gun Display 


On one of.the show cases was a new idea in gun 
display. This year the Seymour Lumber and Hard- 
ware Company bought a quantity of shotguns to 
sell at special low prices. To give them individual 
display White made the little display stand that is 
shown on the show case in one of the illustrations. 
It is not over 4 in. wide and 4 ft. long. It displays 
only two guns, but it shows those two in a way 
that makes sales. 

The butts rest against a block in the center, as 
shown in the illustration, and each gun is held 
upright by two angle irons, one on either side of 
the butt. The barrels are supported by blocks in 
which grooves have been cut. Along with the guns 
are shown several boxes of shells and a plain sign 
giving the price. The whole arrangement occupies 
but very little room, but it ranks high as a sales- 
maker. 


Wall-Cases Designed at Home 


A row of wall cases on the right side was designed 
in the store but built by a local carpenter. The 
methods of display used in them were obtained 
from various sources and adapted to suit conditions. 
In one of these cases is a good method of displaying 
bits and chisels. Two patterns of bits are sampled 
in a circle on a 14-in. board and the stock ends held 
securely by a circular piece of nickel-plated steel. 
The chisels are sampled on a similar board, and both 
are hung in the case. To make a sale they can be 
taken down and placed on the show case. The 
stock is kept in drawers underneath. 


A Scythe Success 


One of the best of all the home-made fixtures is 
a rack used to display scythes and scythe rifles. 
Formerly the scythes had been kept in the original 
boxes. This method made display impossible and 
kept always on hand several partly emptied boxes 
that collected dirt and litter and that looked like the 
tail end of a poorly kept stock. White got busy and 
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During fly time this rack displays and carries a stock 
of four sizes of window screens 


changed the method. There have been a lot of 
scythe racks made, but I have to take off my hat 
to this one. 

The construction of the rack is simple in the 
extreme. For the scythes two circular boards are 
used, one 30 in. in ‘diameter, the other 20 in. 
V-shaped notches 3 in. deep and % in. in width are 
cut in the larger circle. Corresponding notches are 
made in the smaller circle, 14 in. in width and 2 in. 
deep. The two are connected 30 in. apart by an 
upright of 3 by 3 material. Above the smaller 
circle is a little circular rack that holds eight 
scythe rifles. The whole affair is mounted on stout 
legs 18 in. high and on strong casters so that it 
may be moved about the store. 

It accommodates twenty-eight scythes and eight 
rifles, and is handsome enough to be worthy of a 
place in the finest hardware store the country can 
produce. 


Taken from Hardware Age 


Down the center of the store between two pillars 
is the steel goods rack. It is made especially to fit 
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This sample board of nails and screws saves time in making sales 
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that place, but it can be moved to the rear of the 
store when the season for gardening tools is over. 
It is 8 ft. in height, 3 by 6 ft. at the base and accom- 
modates 208 tools on the brackets. The base will 
hold an immense amount of small implements, such 
as grass shears, sprayers and grass hooks. It is 
considered the best of their home-made fixtures, 
but they take no credit for its origination. The 
idea was taken from a cut published in HARDWARE 
AGE. Originality often consists of an ability to 
adopt the ideas of others to our own particular needs. 

The season for fly screens and baseball bats was 
over, but nevertheless I managed to dig up a picture 
of a baseball bat rack and a method of displaying 
window. screens. 


Displaying Sluggers 


The bat rack has a double use. When I saw it, it 
was selling axe handles. In the proper season it 
devotes its silent energy to boosting the sale of 
“sluggers.” 

The top is a square made of 2 by 4, supported 
by a pedestal 40 in. high. The base is formed by two 
cross-pieces securely braced. Wooden base knobs 
placed at regular intervals hold the bats in place. 
Forty bats are shown at one time, always in sight 
and where they may be easily taken down and 
handled. 

During the fly season window screens are dis- 
played on a rack made of light lumber. An accom- 
panying illustration shows the method used. Half a 
dozen each of the four sizes carried in stock are 
supported by harness hooks. This rack can easily 
be moved about the store and keeps a selling stock 
of screens in prominence during the summer months. 


Selling Nails and Screws 


A sale of nails or screws often involves a lot of 
time and trouble, and usually the smaller the sale 
the more the trouble. When a woman asks for a 
pound of nails, “just an ordinary size,” do you take 
her to the nail bins and pick out various sizes until 
you find the one she wants, or do you have a sample: 
board like the one this store uses? On this board 
is securely fastened every size and kind of nail in 
stock, and the size is marked at the side. On the 
same board is shown every length of screw. The 
wire sizes are shown by means of a row of screws 
of the necessary sizes driven to the heads and cut 
off on the other side. This eliminates the necessity 
of sampling the same lengths in various wire sizes. 
Every size is marked and proves an efficient guide 
when the customer is in doubt as to the proper size. 


Displaying Hammocks 
During hammock time the Seymour Lumber and 

















This method of displaying bathroom fixtures is de- 
cidedly unique. The pedestals may be used on the show 


case or in the 
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R. Deane White 


Hardware Company’ used an excellent method of 
displaying these comfort makers. A long piece of 
%4-in. solid iron rod was suspended a short distance 
from the ceiling by two screw eyes and held in 
place at the end by two long screws. On this rod 
was placed a number of 1%%-in. harness rings, and 
in each ring an S-hook from which the hammock 
was hung with the pillow end up. Each hammock 
was priced on the opposite or foot end. If a cus- 
tomer wished to see the seventh or eighth hammock 
from the end, the first six or seven were eas#y 
moved to the opposite end of the rod and the one 
desired was easily seen. If the hammock was pur- 
chased, or if a closer view was desired, a 6-ft. pole 
with an S-hook on the end was used to lift it down. 


A Stand for Fishing Rods 


Another easily constructed display stand will hold 
twenty fishing rods. It is made of two circles of 
%-in. stuff, one 10 in., the other 18 in. in diameter. 
A 2 by 3, 6 ft. long, connects the two. The bottom 
circle is merely surface bored to hold the butts. 
The upper circle was bored with a %-in. bit about 
1 in. from the edge and sawed through. Four 
casters on the bottom allow the stand to be easily 
moved. A skate strap around the upper circle keeps 
the rods in. place. 


Displaying Bath-Room Fixtures 


Bath-room fixtures in this store are sampled and 
displayed in a unique way. Instead of the usual 
wall case, the individual items are mounted on 
specially constructed pedestals, as shown in an illus- 
tration we reproduce. One stand has a towel bar, 
two bath sprays and two soap dishes—another has 
a soap dish, two tumbler holders and a robe hook. 
They can be placed on the show case for display 
or for examination by the customer, and they can 
be used in window displays. Bath-room fixtures are 
often hard to display to good advantage, but this 
method takes care of them in a first-class manner. 


Selling Toys in Seymour 


Toys play a big part in the Christmas business of 
this store. When cool weather sets in, the center 
of the store is cleared and a specially constructed 
rack with shelves reaching almost to the ceiling 
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is put in place, and on these shelves are displayed 
the things that delight the hearts of the youngsters. 
Ask the manager in this store whether toys belong 
in the hardware store. 

This store has the friendship of every girl and 
boy in town, and much of it was gained by the 
method by which the company connects its store to 
the Christmas spirit. About a week before Christ- 
mas last year a big sleigh decorated with holiday 
trimmings was drawn through the streets by six 
plumed horses, driven by Santa Claus himself. The 
time of Santa’s appearance had been advertised 
extensively, and when he did appear the youngsters 
were out in full force to greet him. At times the 
horses had to stop to allow the throng of children 
to shake hands with old St. Nick. The procession 
ended at the store where the youngsters were each 
presented with a toy balloon. It was a big success— 
the best advertisement the store ever had, and they 
expect to repeat it again with a few variations 
this year. 
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Made in Seymour 


Seymour has thirteen separate industries, and the 
townsfolk are proud of every one of them. Some 
time ago this store made a window display of goods 
“Made in Seymour.” In it were shown the products 
of each factory. It took the town, and in fact the 
whole Naugatuck valley, by storm. The display 
attracted the attention of every citizen who had a 
spark of interest in the town’s welfare in his 
make-up. It was copied in other towns. One promi- 
nent hardware store in Bridgeport gave separate 
displays each of a week’s duration to several of 
Seymour’s industries. There is the real get-up-and- 
get-there spirit in the store that can set the pace 
for establishments of several times its size. 

It is progressiveness of this order that brings 
success. Sitting on the front doorstep and bemoan- 
ing the fact that he chose a small town as his field 
will do little good to any man. There is money in 
a small town and an application of this Seymour 
energy will help to bring it to the hardware store. 





Coming Hardware Conventions 


OKLAHOMA HARDWARE AND IMPLEMENT ASSOCIA- 
TION CONVENTION, Oklahoma City, Dec. 7, 8, 9, 1915. 
W. B. Porch, secretary, Mustang, Okla. 

PACIFIC NORTHWEST HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Spokane, Wash., Jan. 19, 
20, 21, 1916. E. E. Lucas, secretary, Hutton Build- 
ing, Spokane, Wash. 

INDIANA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Indianapolis, Jan. 25, 26, 27, 28, 1916. 
M. L. Corey, secretary, Argos, Ind. 

TEXAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Houston, Jan. 25, 26, 27, 1916. Henry Marti, 
secretary, Dallas, Texas. 

WEST VIRGINIA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Clarksburg, Jan. 25, 26, 27, 1916. 
J. H. Morgan, secretary, Morgantown, W. Va. 

SOUTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Sioux Falls, Feb. 1, 
2, 3, 4, 1916. E. C. Warren, secretary, Mitchell, 
S. D. 

WISCONSIN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Milwaukee, Feb. 2, 3, 4, 1916. P. J. 
Jacobs, secretary, Stevens Point, Wis. 

ILLINOIS RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Chicago, Feb. 8, 9, 10, 11, 
1916. Leon D. Nish, secretary, Elgin, Ill. 

IOWA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 8, 9, 10, 11, 
1916. A. R. Sale, secretary, Mason City, Iowa. 

NEBRASKA RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXPOSITION, Lincoln, Feb. 8, 9, 10, 11, 
1916. Headquarters, Lindsee Hotel, Nathan 
Roberts, secretary, Lincoln, Neb. 

KENTUCKY RETAIL HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBIT, Louisville, Feb. 15, 16, 17, 
1916. Headquarters, Louisville Hotel. J. M. Stone, 
secretary, Sturgis, Ky. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. F. 
X. Becherer, secretary, 5136 North Broadway, St. 
Louis, Mo. 

NEW YORK RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. John 
B. Foley, secretary, Syracuse, N. Y. 


NORTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. C. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. 

OHIO RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 22, 23, 24, 25, 1916. Head- 
quarters at Hollenden Hotel, exhibit in Central 
Armory. James B. Carson, secretary, Dayton, Ohio. 

NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal Street, 
Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 





Hardware Age Best Trade Paper 
Illinois Concern Receives 


ALTON, ILL. 

fo the Editor: 

Inclosed we send a few copies of some of our 
newspaper ads which we think, for the amount 
of space used, are giving very good results. 

We often see copies of a number of hardware 
advertisements in your “Publicity for the Re- 
tailer,” which we enjoy very much, and conclude 
that you might use these in some future issue. 

HARDWARE AGE in our establishment is always 
referred to as the best trade paper we receive, 
which is without doubt very true. 

Wishing you continued success, we beg to 
remain, 

Yours very truly, 
MILLER. Limi: & CEMENT COMPANY, 


Per Walter L. Budde, Assistant Manager. 











W. E. Harpy, for the past 11 years connected 
with the Diamond Rubber Company, and the B. F. 
Goodrich Company, and lately in charge of the sale 
of their mechanical rubber goods division, has lately 
been appointed sales manager of the Boston Belting 
Company, Boston, Mass., manufacturer of mechanical 


rubber goods. 
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Merchants of Puget Sound Country 
Support Stevens Bill 


To the Editor: 


I am glad to assure you that in my contact with 
the merchants in the Puget Sound country, I have 
become satisfied that we are practically a unit in 
our support of the Stevens bill. 

There are two main features in the bill and we 
urgently need both of them. Through the very in- 
definite wording and uncertain intent of the Anti- 
Trust Legislation now on the statute books, a mer- 
chant can not be sure that he will not be haled be- 
fore the United States Court and found liable to a 
penitentiary term, if he meets with his fellow 
dealers to discuss market conditions and fair prices 
on staple commodities. It is a monstrous thing that 
the law denies us the privilege of getting together 
as neighbors should and by comparing views, stop 
the destructive tendencies which are sure to follow 
upon a state of war between ourselves. 


We are: glad to have such proper regulation as 
will make impossible “Combinations in Restraint of 
Trade,” which seek to establish unreasonable prices, 
but I claim it is no right function of our Govern- 


ment to encourage unwholesome and destructive 


competition between merchants; and legislation 
which like the Stevens bill, defines clearly and rea- 
sonably the relations which can be maintained be- 
tween competitors, is urgently needed by the com- 
mercial world. 

The other main feature of this bill relates to 
the right of a manufacturer to set a price at which 
articles patented or controlled by him, shall be sold 
to the trade and to the ultimate consumer. We 
have all of us had more or less experience in selling 
patented articles with the re-sale price left to the 
mercy of any inexperienced seller; and with the re- 
sale price maintained by the manufacturer. We 
have given both methods a thorough and fair trial, 
and we know how it works out. The catalog house 
and large department store will take some article 
which has become a household necessity through the 
advertising of the manufacturer, which has made 
a market for his’ specialty, and they will, by cutting 
the price for a short time down to their cost, gain 
extensive advertising at the expense of the small 
dealer who can not follow such tactics. The small 
merchant finds the sale of the article unprofitable 
and drops it. The catalog house soon restores the 
price to one yielding some profit, and the manufac- 
turer finds that the flurry has resulted in the small 
dealers either abandoning the sale altogether or 
taking on a competitive line. In either case he loses 
without the community at large being especially 
benefited. 

It is of relatively small importance if the indi- 
vidual pays $1.50 for his safety razor, or $1.37, but 
it is of very great importance to the community at 
large, if we enact legislation which will threaten 
the existence of a manufacturing plant, employing 
one hundred or one thousand workmen with their 
families; all of which will tend to eliminate the 
small merchant in favor of the overgrown depart- 
ment store or catalog house. 


In confirmation of the stand I take in this mat- 
ter permit me to remind you that every commercial 
body of any recognized standing in this community, 
has endorsed unqualifiedly the provisions of the 
Stevens bill. 7 

Yours very truly, 
W. L. BILGER, 


Seattle Hardware Company. 
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_ Favor Stevens Bill 


WETUMPKA, ALA. 
To the Editor: 


That the prosperity of the rural districts is en- 
tirely dependent upon the small towns and villages 
is an undisputed fact. When the country merchants 
are prosperous.and furnish a local market for the 
produce of the surrounding farms, that neighbor- 
hood is in a healthy condition financially. 

Unfair competition, though, is driving the small 
dealers out of business and, therefore, having a ten- 
dency to continue to depopulate many of the towns 
and villages, which necessarily means the decrease 
in value of the farm lands of the whole country, 
and the further congestion of the large cities. 

The most dangerous competition to the retailer 
is the price-cutting of standard articles by mail 
order houses. When the consumer, who has been 
paying his home merchant only a fair profit on cer- 
tain standard, well known articles, happens to pick 
up one of the large mail order catalogs and sees 
these same items quoted at considerably less than 
he had been paying—in fact, in some instances, less 
than they actually cost his home dealer—he im- 
mediately arrives at the conclusion that he is being 
robbed and proceeds to send his order and hard cash 
away to the mail order house; and in order to make 
up a hundred pound shipment includes a number of 
other items, which he doesn’t need, and which he 
often finds to be doubtful, or, in fact very inferior 
quality, never dreaming that he is paying more for 
his whole bill, quality and carrying charges con- 
sidered, than his home merchant would have 
charged him. 

I am in favor of the passage, by Congress, of the 
Stevens bill, because it will not only protect the 
retailer against this cut-throat competition, but.will 
also insure honest goods at honest prices to the 
consumer. 

Fixed, uniform prices to all, on standard goods 
is the best for manufacturer, dealer and consumer. 

The manufacturer who standardizes his goods; 
spends his time and money building up the quality 
and reputation of an article should have the right 
to name a reasonable price at which it should be 
sold. 

When the manufacturer and distributors get a 
fair profit on a standard article, it practically in- 
sures the high quality of the goods. On the other 
hand if neither manufacturer nor dealer is pro- 
tected from this cut-throat competition, on goods 
which are generally known and recognized to be 
of the highest quality, there is a temptation on the 
part of both to cheapen quality in order to meet 
the prices of the people who do not mind robbing 
the legitimate dealer on one hand, by cutting prices 
on standard articles below cost and by robbing their 
customers on the other, on goods of unknown value, 
to much more than make up for their losses on 
goods quoted below cost. 

Yours truly, 
J. R. GAMBLE, President, 
Gamble Hardware Company. 


THE Farco Mrc. Company, INc., Poughkeepsie, 
N. Y., manufacturer of electrical and mechanical ap- 
pliances, has opened a new sales office at 52 Vanderbilt 
Avenue, New York City. The company’s general office 
and factory are at Poughkeepsie. 


THE H. P. MAUGHLIN COMPANY, Columbus, Ohio, has 
been incorporated with a capital stock of $10,000, to 
manufacture builders’ hardware and supplies, by Er- 
dis G. Robinson, Ernest W. Maughlin, H. P. Maughlin, 
Flora S. Robinson and M. E. Thrailkill. 











SIXTH ANNUAL CONVENTION OF THE 
AMERICAN MANUFACTURERS’ 
KXPORT ASSOCIATION 


A Course in Training for Foreign Trade Will Begin Nov. 8—Meetings 
to Be Held in the New York Custom House 

















Partial view of the members of the American Manufacturers’ Export Association, at the banquet Oct. 27, at the 
Hotel Biltmore, New York City 


HE American Manufacturers’ Export Associa- 
T tion, headquarters 160 Broadway, New York, 
organized six years ago “to foster foreign 
trade,” held its sixth annual convention recently at 
the Hotel Biltmore, New York City. 

The morning session at 10 o’clock was called to 
order by the president, Alba B. Johnson, who is 
also president of the Baldwin Locomotive Works. 
This meeting was participated in by members only 
and reports were made by the president, treasurer 
and secretary, after which the usual appointments 
of committees were made and the rest of the time 
was occupied with miscellaneous business and the 
election of officers and three new directors for the 
ensuing year. 

President Johnson in addressing the convention 
gave a résume of the business conditions, due to 
the European war, that have existed since the last 
annual meeting, and said that: 

“Peace should restore normal conditions to South 
America, China and the other great countries which 
have not been affected by the war, and which will 
supply their needs from the cheapest markets. To 
insure American markets we must extend the bene- 
fits of American finance. Only to the extent that 
we invest our surplus in the brilliant opportunities 
for investment offering in these foreign fields will 
we be able to control the expenditure. It was wise 
and proper for us to make the loan of $500,000,000 
to the Anglo-French allies, viewed from a purely 
selfish standpoint, because that loan was, in effect, a 
contribution to the continuance of American pros- 
perity, inasmuch as it made it possible for those 
nations to continue their purchases from us. In the 
same manner and to a greater degree investments 
in the development of neutral countries will bring 
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back to us a great return in orders to American 
manufacturers. Without such financial conditions 
there would be no greater incentive than hitherto 
for them to expand their commercial relations 
with us. 

“When the military forces of Europe are released 
from their battlefields, their industrial production 
will again come into competition with our own. It 
is not likely that war will bring about any great 
change in the basis of European wages, for to the 
extent that their resources are exhausted and their 
development consequently retarded will wages re- 
main low. Rising wages are the result of prosperity, 
low wages the result of continued adversity. It is 
a matter, therefore, of great concern to us that 
our present tariff, which yields every advantage of 
our American market for raw materials to foreign 
competitors without demanding corresponding ad- 
vantages in return, should be corrected. The Wilson 
tariff was a blunder, from the results of which we 
have been shielded by the war, and when the war 
terminates its disastrous effects will be felt in full 
degree. Inasmuch as the determination of tariff 
rates is a matter requiring careful investigation, 
and as our industries are equally affected—not only 
by our own tariff but by the foreign tariffs which 
are raised against us—there has come to be a wide- 
spread feeling throughout the country that our 
tariff legislation is too delicate an instrument to 
be handled by the House of Representatives with- 
out the assistance of careful experts whose duty it 
is to make the operation of our own and foreign 
tariffs a continuous study. By the action of this 
association and by the overwhelming vote of the 
membership both of the National Association of 
Manufacturers and the Chamber of Commerce of 
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the United States of America, demand has been 
made for the appointment of a National Tariff Com- 
mission, so that there will be concentrated in one 
responsible body powers which are now scattered 
through several of the executive departments. 

“The principles of international law have not 
been changed by war, but their infraction by bel- 
ligerent nations has introduced important and dan- 
gerous precedents which must become the subject 
of international conferences after peace is declared. 
The passage of the. LaFollette Seamen’s Bill re- 
quires us to ask for the acquiescence of some twenty- 
two nations in important modifications of existing 
treaties. The interpretation of their own tariffs 
by a number of foreign countries, so as to work 
a discrimination against American exporters, as 
compared with competitors of other nations, calls 
for a careful revision of existing treaties. This 
association during the past year has done valuable 
work: in gathering information which will be of 
material service to our Government in its negotia- 
tions. 

“No subject can be more discouraging to patri- 
otic Americans than the present condition of cur 
merchant marine. I commend the careful study 
which is being given to the subject by the Cham- 
ber of Commerce of the United States, and recom- 
mend cordial co-operation therewith to this and 
all kindred organizations. The subject is a most 
difficult and complex one. It cannot be dealt with 
intelligently by popular clamor, but item by item 
of discrimination which has grown up in our navi- 
gation laws must be considered in comparison with 
the usages of other nations to the end that not by 
the establishment of a government-owned fleet, but 
by rational assistance from the Government to pri- 
vate enterprise, our shipowners may be placed on a 
competitive plane with those of other nations, while 
the higher scale of wages and the more comfort- 
able conditions of living which we can deliberately 
adopt for our own seamen shall be maintained.” 

At the afternoon session Prof. Emory R. John- 
son of the University of Pennsylvania addressed 
the convention on the topic, “Transportation in Re- 
lation to the Export Trade of the United States.” 
Professor Johnson, who is professor of transporta- 
tion and commerce at the University of Pennsyl- 
vania and has frequently assisted the United States 
Government in problems of transportation, said, in 
part: 

“The problems of transportation in relation to 
the export trade of the United States are of the 
lana and of the sea. While the most difficult ques- 


tions to solve are how to secure more ships under 


the American flag and how to bring about the es- 
tablishment and continuance of American steam- 


‘ship lines from the United States to each side of 


South America, to the Orient and Australia, there 
are also difficulties connected with railroad trans- 
portation. At the present moment the railroads are 
quite unable to place alongside ocean vessels the 
traffic that is seeking export markets. At a time 
when the export trade of the United States is 50 
per cent above normal, and when the inflow of im- 
ports, temporarily lessened by the war, is again 


‘approaching the volume it has averaged during 


recent years, the railroads are confronted with a 
general shortage of equipment and with serious 
congestion of traffic at practically all of their sea- 
board terminals. For months to come it will be 
impossible for the railroads to provide shippers 
with adequate cars and terminal facilities. 

“To lessen the present congestion at seaboard 
terminals the railroads will probably be obliged to 
reduce the time that shippers may hold cars without 
penalties. It is also probable that track storage 





Hardware Age 


charges will need to be imposed for the purpose of 
reducing the time which shippers allow commodities 
to remain in cars at terminals. 

“How, if at all, may adequate and cheap ocean 
transportation be secured for the present and pros- 
pective foreign trade of the United States? 

“The answer to the question requires the solu- 
tion of a problem that is both economic and politi- 
cal. Adequate ocean transportation by ships under 
the American flag can be secured only by making 
the ownership and operation of vessels profitable. 
Private capital and initiative must be depended 
upon to bring about the development of the Ameri- 
can merchant marine. In the long run, legislation 
can only aid in making the business of ocean trans- 
portation attractive to owners of private capital 
and to men ambitious to devote their energies to 
the management of steamship lines. Ocean trans- 
portation is not a business adapted to Government 
ownership and management and the reasons for 
this are almost as obvious as they are convincing. 

“In the first place, it must be clear to everybody 
who gives this question serious thought that the 
executive capacity of the Government in this coun- 
try has not yet gone beyond the ability to regulate 
business affairs. As the need for the regulation 
for transportation has become apparent, the United 
States, in general, and many of the States, in par- 
ticular, have gradually developed increasingly effec- 
tive, but still by no means perfect, regulatory agen- 
cies. For some time to come the administrative 
machinery of the Government will be taxed to its 
limit for the work of regulating transportation and 
other forms of industry. Such limited experience 
as the Government has had in the ownership and 
operation of steamship lines does not warrant 
undertaking the task on a larger scale. 

“If the Government could succeed in operating 
ocean vessels profitably, it ought not to undertake 
to do so. The Government ownership and opera- 
tion of transportation facilities, such as railroads 
or steamship lines, if justifiable, is only so under 
conditions of complete nationalization. When a 
government takes over all the railroads in a coun- 
try and operates them with reference to the gen- 
eral transportation and social needs of the country 
it may, if the Government has exceptional execu- 
tive ability, as is true of some countries in Europe, 
be successful and perform a valuable service to the 
public. On the other hand, the competition of gov- 
ernment railroads with private lines has been shown 
by experience to be unsuccessful and undesirable. 
When the Government starts upon the acquisition 
of the railways it should continue until it has taken 
over the entire system within the country. Regu- 
lation of transportation by forced competition has 
long since been known to be unsound in principle. 
The competition of Government and private lines 
would prove unsatisfactory both to the Government 
and to the public. 

“One thing can be done by Congress whenever 
the country desires Congress to act. The Govern- 
ment can declare its desire to bring about the estab- 
lishment of at least four strong lines of vessels, one 
line from the eastern seaboard of the United States 
to the points on the East Coast of South America 
as far south as Buenos Aires; another from the 
eastern seaboard of the United States to the West 
Coast of South America; a third from the West 
Coast of the United States via Hawaii to Japan, 
China and the Philippines, and a fourth from the 
eastern or western seaboard of the United States 
to New Zealand and Australia. The Government 
can offer either to give these lines a fixed subven- 
tion for a period of ten years, or it can guarantee 
for a like period to pay their owners the difference 
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between the expenses of owning and operating the 
lines under the American flag and the expenses 


that would have been incurred had the vessels been . 


operated in the same services under the British or 
German flag. 

“TIT am frank to admit that the policy of ship 
subventions, or ship subsidies, is not without ob- 
jections and is one that ought not to be adopted if 
some other method can be suggested for securing 
a larger American merchant marine in the foreign 
trade. I believe, however, it would be wise, in 
spite of the theoretical objections to ship subven- 
tions, for the United States to adopt the policy 
which Germany, France and Japan have followed 
' for a number of years; i.e., to pick out certain 
lines and services desired by the United States in 
the interest of foreign trade development, and to 
give to the owners of these lines such Government 
support as may be required to make the lines suc- 
cessful and to enable them to acquire the strength 
needed to meet foreign competition. 

“Another thing that the Government can do 
promptly is to repeal Section 13 of the Seamen’s 
Act of March 4, 1915. There is no prospect that 
American shipowners will be able to compete with 
Japanese and Chinese shipowners in the trade be- 
tween the United States and the Orient unless 
American shipowners are permitted to employ 
Orientals. The choice there is between American 
ships with crews made up partly of Orientals and 
no American ships. I also think it better for the 
country and better for American seamen to adopt 
a policy that will permit the operation on the Pacific 
of ships under the flag of the United States. 

“A third measure that can be adopted by Con- 
gress is one providing for the prompt revision of 
the navigation laws of the United States, the re- 
vision to be made with a view to making the re- 
quirements of the American laws practically the 
same as those of Great Britain, the chief competi- 
tor of the United States in the ocean transportation 
business. While it is desirable that the laws of 
the United States should not only be humane, but 
should provide for the highest practicable standards 
of life for the laboring man whether he works on 
the land or on a ship, it is destructive of the Amer- 
ican merchant marine to make the requirements 
of the navigation laws of the United States much 
more expensive for the American shipowner than 
are the requirements of the laws of successful com- 
mercial rivals. 

“It is especially important that prompt measures 
should be taken by the United States to bring about 
more favorable conditions for shipping under the 
American flag. Several hundred thousand tons of 
ships have, during the past year, been transferred 
from foreign registry to the flag of the United 
States. If the shipping that has thus been trans- 
ferred is to remain under the American flag after 
the European war ends, it will be necessary for the 
navigation laws and the maritime policy of the 
United States to be approximately the same as the 
laws and policy of its commercial rivals. Congress 
cannot act too promptly and the public cannot be 
too insistent upon an early adoption of wise legis- 
lation.” 

B. Olney Hough, editor of the American Ex- 
porter, described two ways of increasing American 
export trade. 

He was followed by Prof. Guy Edward Snider 
of the College of the City of New York, who out- 
lined a course in training for foreign trade. The 
purpose of this course will be for business men by 
business men with no fees attached, open to any 
person registering for it. It is intended to give 
men interested or engaged in the export trade an 
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opportunity to study methods employed by success- 
ful exporters. 

The direction of the course is in the hands of 
an advisory committee composed of representatives 
from the College of the City of New York, the 
American Manufacturers’ Export Association, the 
Merchants’ Association, the National Association 
of Manufacturers and the Board of Trade and 
Transportation. Men expert in marketing, in 
financing, in shipping, in legal and in educational 
matters from these associations will direct the 
course. Among these will be C. F. Gregory of the 
International Harvester Company; Morris Coster, 
export manager of the Westinghouse Electric & 
Manufacturing Company; E. A. de Lima, president 
of the Battery Park National Bank; H. S. Demarest 
of Greene, Tweed & Co.; Lee Kohns of L. Straus & 
Sons, and Charles H. Tuttle, the two latter trustees 
of the College of the City of New York, and Prof. 
Guy Edward Snider of the College of the City of 
New York, director of the course. Professor 
Snider, who will supervise the course, is arranging 
with practical men abundantly qualified by experi- 
ence and training to address the class, which will 
be limited to 150. 

The scope of the course will cover “Sales Organi- 
zation and Sales Methods in Foreign Trade,” 
“Financial Organization and Financing Export 
Trade,” “Transportation Problems and Government 
Regulations Affecting International Trade.” 

The course will be given on Morday and Tuesday 
afternoons from 5.30 to 6.30 in the Custom House, 
Room 328, the first meeting to be held Nov. 8. 


Officers for the Ensuing Year 


The following officers were chosen for the ensu- 
ing year: President, E. M. Herr, president West- 
inghouse Electric & Manufacturing Company; first 
vice-president, W. W. Nichols of the Allis-Chalmers 
Manufacturing Company; second vice-president, A. 
N. Hargrove of the J. H. Brill Company; third vice- 
president, -Leclanche Moen, president C. W. Hunt 
Company; treasurer, E. H. Hurley, president United 
States Rubber Export Company. The following di- 
rectors were also chosen for various terms, namely: 
George E. Long, vice-president Joseph Dixon Cru- 
cible Company; H. K. Mulford, vice-president H. K. 
Mulford Company; James A. Farrell, president 
United States Steel Corporation; M. A. Oudin, man- 
ager foreign sales of the General Electric Company; 
Lindsay McCandlish, vice-president Hutchinson 
Coal Company, and W. S. Gavan of the E. I. du Pont 
de Nemours Powder Company. 


The Banquet 


The speakers during the evening at the banquet 
were Percival Barquhar, president of the Brazil 
Railway Company, who spoke on “North American 
Investment in South America.” Mr. Farquhar is 
an American banker and railroad man interested 
in South American development. Another speaker 
was John Candler Cobb of Boston, president of 
the National Tariff Commission Association, who 
addressed the convention on “The Establishment of 
a Tariff Commission.” Another speaker was Isaac 
N. Seligman of the well-known banking house of 
J. & W. Seligman & Co., whose topic was “Banking 
in Relation to Foreign Trade.” Among the things 
that Mr. Seligman said in a very practical and en- 
lightening address from a ripe banking experience 
was that “a great deal had been talked and written 
during the past eighteen months about the oppor- 
tunities offered to us for trade expansion. These 
opportunities exist, not only because of the coun- 
tries hitherto supplied by Europe being now com- 
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pelled to buy American goods, but also because we 
are more and more becoming a manufacturing 
country, and are gradually adapting ourselves to 
the necessities of export trade. This is fortunate, 
for unless we equip ourselves at home as well as 
or even better than the older export nations were 
equipped before they hazarded the results of the 
labor of centuries by entering upon the most ter- 
rible war of history, we could never hope.to hold 
after the war the newly gained ground against the 
efforts of European competitors to retrieve what 
they have previously held.” 


He added: “If we were to accept the views of the 
majority of the people, particularly those who have 
had no experience outside of the United States, all 
that is necessary is that American banks or bank- 
ers hire offices in the countries where you desire 
to sell your goods, engage a personnel of ordinary 
bank officials and clerks, and open up banks, pro- 
viding them with an adequate capital to serve the 
purposes of American exporters and manufacturers 
or of local clients to whom they expect to sell their 
goods. When suggesting this, many of these vis- 
ionaries, it seems to me, divide the world into two 
parts. On one hand the United States and on the 
other hand “Abroad,” and speak of this “Abroad” 
in generalities, as if the same system and the same 
methods could be applied to all foreign countries 
alike. There are in our own hemisphere alone 
twenty republics outside of our own, all as different 
from one another in respect of customs, laws, cur- 
rency, etc., as are France and Germany, except that 
they have Spanish as their common language, apart 
from Brazil and parts of the West Indies, where 
Portuguese and French are spoken. Yet how often 
do advocates of the expansion of our trade refer to 
these countries collectively as ‘down in South 
America.’ 

“Most of the critics who clamor for the estab- 
lishment of American banks in Central and South 
America for the benefit of the American manufac- 
turer overlook one essential fact: the exporting 
manufacturer, even if he should choose to establish 
a permanent selling agency in any of those coun- 
tries, takes no risk or responsibility except that 
connected with the execution’ of orders for his 
goods. If conditions arise which make further 
business in any locality undesirable, he will simply 
stop filling orders, confining himself merely to the 
collection of his outstanding accounts. It is quite 
different with the banker. Even for a bank estab- 
lished in the most active South American center, 
the profits it derives from collections and financial 
charges connected with the shipment of American 
goods will only cover an insignificant part of its 
expenses. It must, therefore, have other sources 
of income, resulting from local banking business. 
The prerequisite for the establishment of a bank 
of the United States is the possibility of obtaining 
deposits. Our banks administer the funds made 
up of a multitude of large and small products, which 
collectively are primarily used for the benefit of 
the depositors themselves. Similar conditions exist 
in very few countries in Central and South Amer- 
ica, and in these particular countries American 
banks would have to reckon with great competition 
on the part of many strong European and native 
banks. In most of the other countries, which are 
less developed and where capital is scarce and un- 
liquid, the amount of deposits obtainable for an 
American bank is comparatively negligible, while 

the expenses for running the right kind of institu- 
tion are as high as, if not higher, than those of a 
bank of proportionate size in this country. It fol- 
lows that, at least in the five Central American re- 
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publics, and in those in the north of South Amercia, 
an American bank to be successful would find it 
necessary to supply a comparatively large amount 
of capital for local investment purposes. As most 
of these countries are purely agricultural, it is for 
agricultural purposes that most of the capital would 
have to be employed, and it follows that a bank to 
do this class of business must be particularly well 
equipped not only along banking lines but also along 
commercial lines. 

“It cannot be a question of experiment, as banks 
are permanent institutions, and bound up as they 
will be with local interests, they must continue 
doing business even under adverse circumstances. 
Therefore, the political and economic situation, the 
currency system, a trade balance and the commer- 
ci4l laws and customs must be carefully studied 
before entering upon such a venture in any country. 

“IT know that in many cases a manufacturer’s 
success depends upon turning out an article in large 
quantities at cheap prices, and I suppose that he 
vannot afford to change his process for the sake of 
filling relatively small orders for goods differing 
from his usual output and for orders whieh he 
feels he cannot rely on to obtain regularly. I be- 
lieve there are a great many other manufacturers 
who would be willing and are in a position to manu- 
facture what is required, but have not the proper 
channels by which to get in touch with the clients 
in each of the countries where their goods might 
find a market. 

“I will admit, however, that even if American 
manufacturers are able to get in touch with foreign 
markets and are prepared to turn out the goods 
desired, most of them are not accustomed to grant 
the credits and take the risks which European man- 
ufacturers, as a matter of course, are ready to ac- 
cept. And particularly in young countries like those 
of Latin America, which are short of capital to 
such a degree that almost every public and private 
enterprise is dependent upon foreign financing, and 
where the importer himself must grant long credits 
to his clients, very few firms indeed can afford to 
purchase on a cash basis. This is no reflection on 
their standing, as my experience has demonstrated 
that commercial morality is just as high in Latin- 
America as it is in this country. 

“The Bureau of Foreign and Domestic Com- 
merce at Washington has warned American mer- 
chants that German manufacturers had lately or- 
ganized a trade league for South America, which 
expected after this frightful war to more actively 
compete with other countries (chiefly England and 
ourselves) in securing the bulk of the trade of 
Central and South America. We are thus forcibly 
reminded that we must be more alert and give time 
and thought to the importance of holding and in- 
creasing our trade with our sister republics.” 


Resolution Favoring a Tariff Commission 


Among the many important resolutions was the 
following, unanimously adopted: “Resolved, That 
the American Manufacturers’ Export Association 
places itself on record as heartily approving the 
creation of an official non-partisan, non-political 
tariff commission, composed of experts, whose 
scientific investigations may form the basis of in- 
telligent action by Congress; and this association 
further recommends that the tariff be utilized as an 
effective instrument for furthering the export trade 
of this country by reciprocal provisions which may 
be invoked to obtain concessions from other coun- 
tries, in this way utilizing similar means to those 
which are employed to their own advantage by other 
countries.” 














Salesmanship from the Sidelines 


T was in a middle western town, on the closing 
| day of a successful county fair. “The Man 
Behind the Counter” had dropped into town 
to scrape acquaintance with the man who sells the 
nails, and to gather material for his weekly story. 
It was 6.30 when the Great Northern accom- 
modation train, nicknamed “Skodoo,” crawled up 
to the depot. The station wasn’t crowded, for most 
of the train-meeting element was watching the little 
lady do a parachute jump from the big balloon that 
floated lazily over the town from the direction of 
the fair grounds. The stores were closed for the 
day, and there was nothing to do but tackle the eats 
at the one bum hotel, while the phonograph in the 
lobby sang “I’m glad my wife’s in Europe.” It 
was raining as I left the hotel for my evening walk, 
but as I sidled along in the shelter of the awnings 
I noticed a little gathering of people on the next 
corner and I followed the crowd. An itinerant 
street merchant was perched on a dry goods box, 
with an open suit case full of merchandise spread 
out before him, and between showers he was run- 
ning his little department store with all the cus- 
tomary street vendor accessories. He tied a cord 
three times around his neck, “Three times, you will 
notice, friends, each time with a double knot of the 
strongest kind, then, Presto! A slight pull, and 
the cord comes free without disturbing a single 
knot.” The crowd increased as the tricks proceeded, 
and all at once the side show stopped, and the flow 
of street oratory whirled into selling channels. It 
wasn’t so much what he said; you could have read 
his little repeat selling talk without working up an 
atom of desire to purchase, but coupled with ges- 
tures and backed with bogus enthusiasm, it had 
that crowd ready to eat out of his hand in less than 
five minutes. 

“Razors” was his first golden text. He drew one 
out with a flourish, stropped it on the palm of his 
hand and blew his breath on the blade. He plucked 
a hair from the yellow head of a bashful Swede 
farmer and scientifically sawed it in half. He called 
for volunteers, and when the village blacksmith 
answered the call he shaved a handfull of fuzz from 
his hairy wrist—all the time spouting away on his 
little story of razor merits. Then he sprung his 
sale closers. “Not for three dollars, friends, 
although its worth that and more—not even for 
two dollars, or a dollar and a half. No, my friends, 
with the consent of the manufacturers I am offer- 
ing you to-night a limited number of these magnifi- 
cent masterpieces of the razor maker’s art, at the 
ridiculous price of one silver dollar!” Did they 
bite? Well, rather. 

You should have seen that crowd trade their good 
money for those flimsy blades at a dollar per. I 
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kept tally, and when he stopped for breath I had 
48 dollar sales chalked up on my tally sheet. 


But he didn’t quit at that. He never even rested. 
When razors stopped selling he made another grab 
at the suit case and bobbed up with a handful of 
razor strops. “Genuine porpoise hide strops, gen- 
tlemen,” he warbled. “The kind they sting you 
three dollars for at the corner store,” and he scaled 
the price gracefully to a fifty-cent basis, and crawled 
out from under 45 of the handy sharpeners at “re- 
duced prices.” Pocket knives came next on the bill, 
and 62 of them found their way into the trousers’ 
pockets of that crowd at another fifty-cent bargain 
price. I examined the razors, the strops and the 
knives. You could have bought the three for a half 
dollar at any good Jew joint in St. Paul or Minne- 
apolis, and been stung at that. 

When the peddler switched from hardware to 
jewelry I beat it back to the hotel, but it was a 
lesson in personality and salesmanship that I won't 
forget in a hurry, and I can’t help thinking the 
hardware men in that litle burg have been asleep 
at the cutlery switch, when 48 razors with an ac- 
companiment of strops, and 62 pogket knives could 
be sold in a brief half-hour to a street corner crowd 
of less than a hundred. I wonder what would have 
happened if that knife peddler had carried a full 
hardware stock, and drawn a clear evening for his 
show. It strikes me that there wouldn’t have been 
a great deal of business left for either the mer- 
chant or his mail order competitor when the street 
corner store closed up for the night. Circumstantial 
evidence seemed to prove that there was time spent 
in that town talking about the weather that could 
have been profitably used in shouting razors or 
pocket knives. 

I spoke to one of the hardware men about it the 
next day. “Yes; I know,” he said, “but the Amer- 
ican people just love to fall for that sort of a game.” 
“They seem to,” I answered, “but if you hardware 
men had ever thoroughly warmed up to the cutlery 
game that fellow could never have picked up a crowd 
that was 48 per cent razor-shy, and 62 per cent short 
on pocket knives.” 

Think it over. Perhaps that razor vendor is head- 
ing your way. Does your town seem ready to meet 
him on a fifty-fifty basis? Clean up that knife case. 
Wipe the dust off the razors and get them out in 
sight. Side-track the weather and the European 
war, and try talking cutlery whenever a customer 
has time to give your line a once-over look. A few 
week’s practice will put you in shape to clean up the 
street peddler, and it will add considerably to that 
surplus in the First National Bank. That same 
little stunt applied all along the line may spell the 
difference between a comfortable old age and the 
poor house. It’s up to you to try it out. 
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George H. Harper Approves of 
Conventions 


CINCINNATI, OHIO. 
To the Editor: 


Since the recent conventions of the National 
Hardware Association and the American Manufac- 
turers’ Association held at Atlantic City I have 
been asked the question not by one, but by several 
people, if I considered on the whole that it was a 
success, and whether, in my opinion, conventions 
were worth while. I submit my answer to these 
questions for publication in the columns of HARD- 
WARE AGE as follows: 


(HE recent convention was something not to be 

missed. It offered interesting sessions and 
social functions calculated to please the most fas- 
tidious. There was a good time in store for every 
one, which every one seemed to collect, and impor- 
tant “doins” to boot. The weather man was on his 
good behavior, even permitting a promenade on 
the board walk in light flannels and summer gowns. 
The tang of the sea put “pep” into every one, and 
perhaps that is why Pittsburgh and its people can 
now pride themselves on their pair of presidents, 
A. J. Biehler of the jobbers’ association and Mr. 
Graham of the manufacturers’ association. Mr. 
Biehler was re-elected president by his organiza- 
tion; Mr. Graham was selected by the manufactur- 
ers. The choice of the two bodies, it will be noted, 
were young men—a striking characteristic of the 
progress of to-day. It will not be amiss to state 
here that Mr. Biehler is undoubtedly one of the 
most popular hardware jobbers in the country. For 
many years he has been a regular attendant at the 
hardware conventions, both the National and South- 
ern bodies, and not only is he well liked among his 
own people, but he is a prime favorite in the South. 
Among manufacturers, no one stands higher, and 
in Mr. Biehler the jobbers’ organization will have 
a president eminently fitted to guide its affairs. 
Mr. Graham is @ne of the younger members of the 
manufacturers’ association, and it was only after 
much persuasion that he could be induced to accept 
the office to which he was elected. Both presi- 
dents have the good wishes of the united organiza- 
tions. 

Is the modern convention a success, some might 
ask? The increased attendance at the recent con- 
vention is probably the best answer to this query, 
as it is indicative of the growing interest in con- 
ventions as a necessary element in modern progress. 
No longer is the convention shunned by the many 
for its succession of tiresome meetings, rendered 
such by dull, lengthy discussions and formal en- 
tertainments, the latter of little assistance in the 
promotion of that friendly spirit so essential to 
the success of any gathering of this kind. And we 
may well utter a devout “Gott sei dank” for the 
elimination of the exhaustive, formal speeches 
which seemed to delight the hearts of our forbears. 
True it is that such discourses often contained 
much wisdom and wholesome knowledge, but the 
practice too often allowed the selection of other 
“orators” who took advantage of the occasion to 
inflict long, dry-as-dust and profound treatises on 
those assembled, and which could not but dampen 
the ardor of the most well-disposed conventionite 
and set his knees a-twitching and his thoughts 
a-wandering. 

The selection of the meeting place has become 
as important a matter almost as the convention it- 
self. Formerly the idea prevailed that the larger 
cities alone could answer the purpose. They could 
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offer a long number of points of interest—which 
the conventionite, of course, could not miss—and . 
plenty of novelty for those who were seeking it. 
All this, however, distracted from the serious busi- 
ness of the gathering; sight-seeing separated the 
body as a whole. On this account it seemed advis- 
able to assemble at some place which did not prom- 
ise so much bustle, and that is why Atlantic City 
has found much favor in the last few years. It not 
only can offer adequate accommodations, but can 
justly boast many advantages which the crowded 
city cannot claim. 

The meeting point having been decided, the next 
thing for consideration is what measures are to be 
adopted to procure a large attendance. The induce- 
ment must be distinctive features, and to provide 
these depends upon the ingeniousness of the respec- 
tive committees. There may be some elements 
which would contribute to the success of the mod- 
ern convention which we have yet to discover, but 
we profit by experience, and we “progress.” One 
essential there must always be, and its absence 
means a “frost’’—there must be a warmth of fel- 
lowship in evidence. When there is no kindly feel- 
ing to cement the relationship of manufacturer, 
jobber and retailer, be not surprised if you find 
cobwebs on the order file, rust in the gearings of 
the shop and the salesmen wearing their last year’s 
derbies. Perhaps the good feeling that was in such 
evidence at the last convention was the keynote of 
its success. Competition was lost sight of—it was 
just a huge gathering of Ameyicans, eager to give 
and take, and grateful for the peace and prosperity 
their industries are enjoying under the Stars and 
Stripes. 

Are conventions a success? Come to our next 
one and see. 

Yours very truly, Ms 


GEORGE H. HARPER, 
NATIONAL ENAMELING & STAMPING COMPANY. 


Billings & Spencer Increase 
Capitalization 


hep Billings & Spencer Company, Hartford, 

Conn., has increased its capital stock by $300,- 
000, making it now $500,000. The stock consists 
of 12,000 shares of a par value of $25 each. In 
order to comply with the legal requirements of 
the State of Connecticut, the increase in 
capitalization has to be made by dissolving the 
old company and forming a new one. The com- 
pany is, therefore, now known as The Billings & 
Spencer Company, and takes over the assets, stock, 
liabilities and good will of Billings & Spencer Com- 
pany. Stock in the new concern is to be exchanged 
for that in the old in the ratio of three shares of 
new to two shares of the old stock. 

Stockholders in the new company will, in addition, 
be given the right to subscribe to 8000 shares of 
stock at $37.50 per share, in proportion to their 
holdings. Subscriptions are to be made on or be- 
fore Dec. 15 and paid on or before Jan. 3, 1916. 
Any shares not disposed of to stockholders may be 
offered outside at not less than $37.50 each, at the 
will of the directors. 

The officers of the new company are: C. E. Bill- 
ings, president; F. C. Billings, vice-president; E. H. 
Stocker, secretary; Lewis D. Parker, treasurer; F. 
H. Stocker, assistant secretary and treasurer. With 
the additional financial strength, the company ex- 
pects to easily eclipse its high record of the past 
season. 




















NF ae 











Copyright by Harris 4 Ewing 


Sitting, left to right: Justices Day, McKenna, White (Chief Justice), Holmes and Hughes; standing, left to 
right: Pitney, Van Devanter, Lamar and McReynolds 


WASHINGTON NEWS 


Trading Stamp Methods Before the Supreme Court 
By W. L. CROUNSE 


WASHINGTON, D. C., Nov. 8, 1915. 

F the man who invented trading stamps were 
| walking about the earth during the past week 

his left ear must have burned like a house 
afire. Some of the things said about him in the 
sacred precincts of the U. S. Supreme Court were 
just barely fit to print. Read a few gems repro- 
duced below and you will be loaded for the next 
agent of the trading stamp concerns who has the 
cheek to call upon you. 

The ventilation of trading stamp methods before 
the Supreme Court is the result of the efforts of 
certain of these commercial parasites to defeat the 
will of the people of the States of Washington and 
Florida as expressed through their legislatures in 
the form of laws imposing heavy taxes upon the 
trading stamp business. 

It is significant, by the way, that one of these 
cases comes from the Northwest and the other 
from the Southeast corner of the United States. 
This shows how country-wide is the movement 
against the trading stamp. 

The managers of these gift enterprises, realiz- 
ing their inability to do business under these laws 
passed in the interest of the legitimate retailer 
and for the protection of the consumer, have un- 
dertaken to enjoin the tax collecting officials of the 
two States from carrying out the plain letter of the 
statute. The courts below have granted the injunc- 
tions on purely technical grounds and the issue is 
now brought to the highest tribunal in the land 
to test the constitutionality of the new laws. 


Technicalities vs. Merits 


One big fact. sticks up like the Washington Monu- 
ment in this litigation. The trading stamp people 
are fighting on technicalities while the representa- 
tives of the people are battling on the merits of the 
question! 

The trading stamp concerns say that the States 
have no right, in the exercise of the police power 
which they unquestionably possess, to prohibit the 
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use of trading stamps, because such prohibition is 
not a “proper use of the police power.” ‘They also 
assert that these laws taxing trading stamp com- 
panies are not “legitimate revenue laws” because 
their enforcement would drive the companies out 
of the States and therefore produce no revenue. 
Lastly, they declare that a law taxing trading stamp 
companies discriminates against a certain class, 
contrary to the Constitution. 

The arguments of the attorneys for the gift en- 
terprise concerns may be put in a nutshell. First, 
it’s none of the State’s business whether its mer- 
chants and citizen-consumers are injured by the 
trading stamp business or not; the police power 
cannot be employed for their protection. Second, 
a revenue law that does not produce revenue is 
unconstitutional. Third, the State cannot arbi- 
trarily select the trading stamp companies as the 
objects of a special tax. 

Counsel for the State of Washington, who pre- 
sented the people’s case most comprehensively, 
demolished the second and third contentions at the 
very outset. He cited yards upon yards of cases 
embodying illdstrations of the right of the State 
to tax certain classes of citizens and quoted scores 
of court decisions of high authority to prove that 
if a State possesses the power to tax for revenue— 
which it unquestionably does—the question as to 
whether the laws passed in the exercise of such 
power actually produce revenue in substantial 
amounts is wholly immaterial. 


The Right of the State to Protect Its Citizens 


The attention of the attorneys was chiefly 
directed, however, to the issue, paramount in all 
of these cases, as to the right of the State to pro- 
tect its citizens by the exercise of its police power. 
As to whether the trading stamp is an evil against © 
which the people should be protected counsel for 
the State made this terse and emphatic statement: 

“The trading stamp business is an ingenious 
scheme by which a large number of parties engaged 
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in it have been able to levy tribute on business gen- 
erally, to the cost of the manufacturer and the con- 
sumer alike, without yieiding any substantial re- 
turn. These parties sell these trading stamps to 
merchants at a very handsome profit, and the mer- 
chant then gives to each cash purchaser a stamp 
of a denomination equivalent to the amount of the 
purchase. When a certain number of these stamps 
has been accumulated, they can be presented to the 
trading stamp people for redemption in articles of 
furniture, jewelry, etc., which, in the end, develop 
to be of little or no value. The only effect of the 
transaction is to increase the cost of the necessaries 
of life to the ultimate consumer, because, of course, 
the consumer eventually must pay the added 
expense of the merchant in doing business.” 

Clip out that paragraph and hand it to the trad- 
ing stamp man when he comes around! 

It being conclusively settled by many decisions of 
unquestionable authority that an act of the legis- 
lature in the exercise of its police power must be 
sustained if the Court can conceive of any state of 
facts which will justify it, irrespective of what may 
appear in the record in any particular case, coun- 
sel for the State in his argument asked the Supreme 
Court to examine the pending case to ascertain if 
the facts therein would justify the statute in ques- 
tion as a police measure. 


Consumer Pays the Additional Charge 


“Suppose,” said counsel, “the legislature ascer- 
tained that these stamps cost the merchant $3.50 
per $100 worth, that is, 3% per cent of his gross 
sales. It follows, of course, that this additional 
charge becomes a part of the fixed expense of doing 
business, and is ultimately paid by the consumer. 
He then pays not only for what he actually wants 
and actually purchases, but for something else in 
addition, to the inevitable tendency to increase the 
cost of the necessaries of life. It is of no conse- 
quence that a consumer may not want the stamps, 
and the so-called premiums which consist of 
‘lamps, desks, chairs, tableware, bookcases, toilet 
articles, smokers’ articles, cutlery, stationery, 
leather goods, pictures, jewelery, musical instru- 
ments, and various other articles of household, 
personal and general use’; it is of no consequence 
that these articles may be wholly different from any 
such articles which the purchaser already has or 
may desire, or that they are of such inferior qual- 
ity as to be undesirable for any purpose; in any 
case, he nevertheless pays for them every time he 
purchases an article from the merchant who uses 
these stamps to the extent at least of 31% per cent 
of his gross purchase. 

“Suppose the legislature was of the opinion that 
the use of these stamps unduly encouraged the 
‘get-something-for-nothing’ idea so prevalent among 
the poorer class of people; suppose—bearing 
in mind that; the companies will not redeem a 
single stamp but that for redemption a number 
must be accumulated—the legislature was of the 
opinion that money was being continuously spent 
for the purpose of acquiring these stamps, which 
but for them would not have been so spent, and 
which expenditures were in a large measure unnec- 
essary and could not be afforded. 

“Suppose the legislature was of opinion that 
these stamps encouraged indiscriminate and use- 
less expenditures among people illy able to support 
themselves and their children, among the classes 
in which the sons of tender years leave off school 
and join the procession to the factory in the cease- 
less grind for the means of existence, among the 
families in which dire necessity drives the young 
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daughters into the factory or store from early 
morning until late at night, or, in short, among 
people too likely to become public charges and 
from which class our public unfortunates too fre- 
quently come. 


Stamps Encourage Extravagance 


“Suppose the legislature was of the opinion that 
the use of these stamps encouraged extravagance 
in an age in which that vice is rampant, and that 
it should remove one of the causes inciting it. 

“Suppose the legislature believed that these 
stamps encouraged boys to indulge in excessive pur- 
chases of tobacco products with their resultant ex- 
cessive use of them. 

“Suppose the legislature believed and learned the 
actual fact that in order to get the use of stamps 
started in any territory the parties engaged in the 
stamp business were accustomed to make a con- 
tract with one merchant—the most prominent mer- 
chant they could secure—to use these stamps and 
as an inducement would in addition pay him a per- 
centage of all sums collected by them from the sale 
of stamps to other merchants, and then use the con- 
tract so secured to force other merchants to buy 
the stamps at the rate of $3.50 per $100 worth by 
means of threats of loss of trade.” 

Here counsel quoted to the court a cut-throat 
provision from a contract which one of the trad- 
ing stamp companies required a dealer to execute 
to secure the inestimable privilege of giving away 
its stamps, as follows: 

“Said party of the second part also agrees to 
display signs furnished by said company, which 
read, ‘We give S. & H. Green Trading Stamps,’ or 
otherwise, in the windows and other prominent 
places about its stores, and agree not to procure 
said stamps in any way except direct from satl-com- 
pany, either during the term of this contract or at 
any time; and also agrees to mention favorably 
the use of said stamps in all newspaper and other 
advertisements published by or for it; and not to 
use any other coupons, trading stamps, or similar 
device during the term of this contract, and not to 
join in any combination of merchants for the pur- 
pose of discontinuing the use of said company’s 
trading stamps.” 

Continuing his arraignment of the trading stamp 
business as one which very properly should be re- 
strained through the exercise of the State’s police 
powers, counsel said: 


Stamp Business Enriches Only a Few Men 


“Suppose, in these days of ever-increasing cost 
of the necessaries of life to a point beyond even 
the celebrated ‘war prices,’ by reason of the ever- 
increasing interference of the middleman, the legis- 
lature concluded that the stamp business is of no 
use, except for the enrichment of a few men, at the 
expense of legitimate business and the ultimate con- 
sumer, and that the stamp business is detrimental 
to the public welfare and general prosperity. The 
court will bear in mind that the Congress of the 
United States has viewed with alarm the ever- 
increasing cost of the necessaries of life, and that 
committees have been frequently appointed by that 
body to investigate the subject and that many com- 
prehensive reports have been made thereon. The 
court will bear in mind that a business is not be- 
ing prohibited within the issues involved in this 
case. All that the legislature has done so far as 
these appellees are concerned, is to prohibit a mere 
incident to the business conducted by them, to cut 
off a practice which some of them have adopted, 
which serves no useful ptirpose whatever, but 
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which acts merely as a leech on business, preying 
on the merchants and the consumer alike without 
any valuable return to either of them. 

“The court will bear in mind that it is not neces- 
sary for it to determine whether any of the above 
are the facts—although in truth they.are. It is 
necessary only for the court to say whether they 
do or do not furnish justification for the act, and 
conceding the above to be the facts, or conceding 
anything else which may occur to this court to be 
the fact, can this court say that the legislature ex- 
ceeded its power, that the act has no relation to 
the purposed end, and that it is ‘palpably arbitrary 
and unmistakably in excess of legislative power?’ ” 

Fortune telling, counsel asserted, has been pro- 
hibited because of the frauds practised on the 
ignorant and unwary. Laws providing for the 
creation of spendthrift trusts have been upheld as 
necessary and wise. How much more important, 
therefore, is it that the trading stamp should be 
prohibited ? 

“Why,” asked counsel, “should it be conceded on 
the one hand that the police power extends to all 
the great public needs, to all acts necessary for the 
general welfare and prosperity, and at the same 
time say that an act which will eliminate from 
business these men who have edged themselves be- 
tween the producer and the consumer, and who are 
levying their 342 per cent profit of gross sales to 
the ultimate cost to the consumer, are beyond the 
right of legislative interference, when on the plain- 
est principles of sound sense they admittedly serve 
no purpose except their personal enrichment?” 

If any customer tells you that he does not have 
to pay for the trading stamp, directly or indirectly, 
when he buys from one of your competitors who 
uses this insidious device to build up his business, 
hand him this extract from counsel’s statement to 
the Supreme Court: 

“Any one, who argues that the additional cost of 
these so-called premiums, or the cost of this cou- 
pon and trading stamp business, is not ultimately 
paid by the consumer in one form or another, is 
attempting to establish a statement proved false 
by the history of all ages. It may be that present 
day prices, which are beyond the level of even the 
celebrated ‘war prices,’ are not due to the trading 
stamp or coupon business. It would be useless, 
however, to argue that all these forms of activity, 
all these parasitical growths on business which 
have intervened between the manufacturer and the 
consumer, are not ultimately paid by the consumer, 
and that their necessary effect is not to increase 
prices to the benefit of no one except the man who 
is furnishing the coupons or trading stamps and 
getting his 3% per cent of gross sales therefor. 


A Private Graft 


“This is not an act regulating prices. It is, how- 
ever an act, viewed in the sense we are now con- 
sidering it, which will eliminate from legitimate 
business certain practices which have grown up 
and which, as shown by the books, business men 
have for years been attempting to eliminate. We 
have, therefore, to say the least, a form of private 
graft which serves no useful purpose whatever, a 
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form of business—if you desire so to honor it— 
which consists wholly and solely in levying tribute 
upon legitimate business to the annoyance of the 
merchant and the additional cost to the general pub- 
lic, with all its other attendant evils. And, we sub- 
mit, that a concession that the police power extends 
to all the great public needs and justifies acts tend- 
ing to the general welfare and public prosperity, 
forecloses any possibility of escape from the con- 
clusion that the facts above mentioned justify the 
abolition of the trading stamp and coupon business 
in its entirety.” 


Twenty-three States Against Trading Stamps 


In closing, counsel drew the court’s attention to 
the great wave of public sentiment against the gift 
enterprise that has recently swept over the country 
as expressed in the enactment of laws against it. 
He said: 

“It would seem that when twenty-three States, the 
District of Columbia and the Territory of Hawaii 
have attempted either to prohibit or to license the 
selling or use of trading stamps and coupons, that 
fact should be considered not lightly by the courts. 
It would further seem that when fourteen States, 
the District of Columbia and the Territory of 
Hawaii have sought to prohibit the use of trad- 
ing stamps, that fact should demonstrate the neces- 
sity of doing away with a scheme which has in- 
grafted itself on business to the benefit of nobody 
except the men engaged in selling these trading 
stamps and coupons to the ultimate cost of the 
consumer, with the result that when the consumer 
buys one article he not only must pay for it but 
for something else in addition. 

“These cases prove conclusively that from 1888 
to 1914, the legislatures of the majority of the 
States of the Union have been making persistent, 
continued, and deliberate attempts to rid business 
of a form of graft which has loaded itself upon 
the ultimate consumer, and for which he has to 
pay in some form or other. They show that pre- 
vailing, preponderant opinion is to the effect that 
the business itself, as well as the use of stamps and 
coupons, should be prohibited; and if, as frequently 
said by the court, this universal sense of the peo- 
ple is a matter which this court cannot lightly over- 
look, and if, as said by this court in the Noble 
Bank case, the police power may be put forth in 
aid to all the great undertakings and that which 
is held by preponderant, prevailing opinion to be 
important and greatly and immediately necessary 
for the public welfare,—and those principles can- 
not be denied,—no reason appears why the trad- 
ing stamp and coupon business in its entirety could 
not be constitutionally prohibited, why the mer- 
chants should, not be relieved of the necessity of 
carrying on the business, or why the public at large 
should not be relieved of the necessity of paying 
the proportionate cost of carrying on such business 
as a part of each article purchased.” 

The decision in these interesting cases will prob- 
ably be handed down at the present term of the 
court. It is needless to say that it will be awaited 
with the liveliest interest by every merchant in the 
land. 
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HOW TO MAKE THE PAINT DEPART- 
MENT PAY 


An Address Before the South Jersey Retail Hardware Association 


By FRANK N. JOHNSON 
John Lucas & Co., Inc. 


ing in business or who has not previously 

handled a line of paints would be to select 
the goods of some manufacturer in whom he had 
confidence as a producer of material of real worth; 
products that when he sold them as being the best he 
would feel certain that he was giving all his custo- 
mer had a right to expect, based on his recommenda- 
tion. It is not enough to excuse one’s self for sup- 
plying anything but the best, though selling it as 
such to say: “Well, I did not charge him as much 
as I would have done, if I had a higher grade arti- 
cle—he only paid for what he received.” The con- 
suming public of to-day is ready to purchase qual- 
ity material and pay the legitimate price. All it 
wants to be sure of is that it is receiving full value 
for its money. 

My observation has been that the dealer in any 
line, who aims to supply his trade with the better 
class goods builds for the future, as he can count 
upon the purchaser becoming a permanent cus- 
tomer and as most of us anticipate keeping at it 
for a number of years we must see to it that what 
we do to-day is calculated to strengthen our posi- 
tion for the future. I know of dealers who appear 
to be doing a fairly good paint business who have 
always handled the cheaper grade paints and whose 
general business would be considered good, but who 
knows how many people have gone elsewhere to 
buy paints after the first purchase failed to give 
them satisfactory results, as compared to their 
neighbors who bought a better grade article. Loss 
of confidence on one product is very likely to affect 
customers and to turn their purchasing to some 
other dealer, who does give them the better material. 

Some of us may be in localities where the 
cheaper goods are demanded by certain classes of 
trade; if you want the business, well and good, but 
do not attempt to make this the standard for the 
more discriminating buyer. If the volume of busi- 
ness on the lower priced goods warrants your car- 
rying stock of this as well as the best make it a 
rule always to offer the better material first; it may 
require a little talk to make the sale, but success 
is never obtained without some effort and you may 
feel certain that this particular customer is not 
likely to require any quality argument the next 
time he needs paint—the results have sold him for 
the future. 

I have settled to my own satisfaction at least 
that the dealer should handle recognized quality 
goods. I believe that he will find better results if 
he will decide on the products of some one manu- 
facturer and feature those as representing to his 
mind the best for the requirements of his trade. 
He will find that the sale of one satisfactory 
product of this particular manufacturer has cre- 
ated a feeling of confidence on the part of the con- 
sumer, which will naturally extend to any other 
article made by the same firm, so that when the 
consumer needs some other style of finish and he 
sees that it is put up by the same manufacturer he 
is not likely to hesitate to accept it on the recom- 
mendation of the dealer whose customers will soon 
appreciate that he has established a standard of 
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quality on which they can depend. There are also 
advantages to the dealer in carrying the goods of 
only one manufacturer, in that it eliminates a cer- 
tain amount of detail in doing away with a number 
of accounts, necessary if he is purchasing from 
seven or eight different concerns. 

The proper display of your paint stock is another 
important element entering into the successful 
handling of this line of goods. You would hardly 
expect to do much of a hardware business, if the 
shelves in the front of your store were lined up 
with candy jars or if you never displayed anything 
but drygoods in your show windows and if people 
who wanted to buy a screwdriver or hatchet were 
compelled to guess that you had these things and 
not know it because they were on display. Your 
paint business would be equally handicapped if you 
failed to have them in a prominent place in your 
store. One of the reasons why so many hardware 
dealers do not do more of the paint business of 
their locality is because they regard it simply as a 
side line and handle it accordingly; as a 
consequence those who trade with them are 
not likely to rate them any higher’ than 
the valuation the dealer places upon himself 
as a factor in the paint business and yet, as a mat- 
ter of fact, a paint stock is logically a part of a 
hardware stock. It is building material and no 
building is complete until paint and varnish has 
been applied to some parts of it. The specialties, 
such as enamels, varnish stains, floor varnish, etc., 
are housefurnishings needed to make the home at- 
tractive, sanitary and livable. If you make paints 
an essential part of your business and put as much 
energy back of them as you do the balance of your 
stock the results will be gratifying. 


Important to Know What to Recommend 


It is well also to bear in mind that. mary people 
who buy paint materials know little or nothing as 
to the proper kind to use in order to secure best 
results. It is, therefore, important that you and 
your clerks know just what to recommend. For 
instance,. if someone comes in and asks for one-half 
gallon of shellac to do up floors, you would be do- 
ing him a favor to explain that while you have the 
very best quality of shellac that is made, he possi- 
bly would be interested in knowing that an oil and 
gum varnish will give better service and cost very 
little more. One hardware dealer that I know, who 
has, in the ten or twelve years that he has been in 
business, built up a trade on profitable paints and 
varnishes of about $5,000 per year, sees to it that 
he or his clerks inquire the character of work the 
customer expects to do in order to recommend the 
proper material. I happened to be in his store one 
day when a gentleman asked for a quart of furni- 
ture varnish and the following conversation took 
place: 

“Fixing up some of the rooms, I suppose, Mr. 
Harris?” 

“No; I want to do some hardwood chairs that 
we have.” 

“Then, if that is the case, you had better use the 
seat or pew varnish, made especially for that work. 
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It dries harder and does not soften up under the 
heat of the body.” 

He had saved a possible complaint and dissatis- 
fied customer, for while a furniture varnish would 
be all right for a bedstead or sideboard, the condi- 
tions are different on chairs—hence a harder dry- 
ing vanish, one that does not contain as much oil 
in proportion to the quantity of gum, is made by 
most varnish manufacturers and should be sold for 
such work. 

There is sometimes an effort to take care of the 
paint needs of a locality without having a properly 
assorted stock. I do not mean necessarily a big 
stock of each size, color and kind; that will depend 
upon the volume of business you are doing and how 
close you are to your source of supply; but it is 
important that you have the product that is “pur- 
posely made for the purpose.” In other words, 
don’t sell a man house paint if he wants to paint 
the kitchen floor or the porch steps, and yet that 
is what many of them do, but it is no more satis- 
factory than to send a man a hoe when he wants a 
rake; they both have long handles, you might say, 
but they are meant for different work. You had 
better lose the sale than to give your customer 
something that is not going to give him the full 
measure of service, because dissatisfaction with 
this material will lead to doubts as to the quality 
of the goods you handle, or else that you are not 
sufficiently familiar with the manufacturer’s prod- 
ucts to give proper advice. 


Mistake Not to Use Manufacturers’ Advertising 
Material 


There is one very great mistake that many deal- 
ers make and that is their failure to properly use 
the advertising matter furnished by the manufac- 
turer. I have gone into stores and found signs and 
show cards out in the warehouse, or back in the 
corner covered with dust and dirt, and yet they 
have a real money value very much in excess of the 
cost to the paint or varnish manufacturer who sent 
them out. I am quite sure that none of you gen- 
tlemen question the value of advertising. There 
may be a difference of opinion as to just what is 
the best method of getting results, but anything 
that will keep before the consumer the name of a 
product is helping to create a favorable sentiment, 
and when the dealer receives these things without 
cost to him and especially where the advertising 
matter ties up with his own store by having his 
name displayed, he is losing a chance to direct at- 
tention to his particular place of business. 

Many of the paint manufacturers to-day are pre- 
pared to write to property owners in the dealer’s 
town regarding the particular merits of their prod- 
ucts and then refer them to the local dealer—more 
free advertising for him, and yet, do you know, it 
is surprising how many never take advantage of 
this service. Why is it? Some say, “Well, we 
haven’t time to make up the list or don’t know off- 
hand what names to put down,” and yet if some 
manufacturer was to say, “Now for 25 names of 
property owners whose houses need painting this 
fall we will give $20”—that would be considered 
fairly good pay for an hour’s work to write up the 
list, would it not? That, however, would be your 
profit on the sale of paint, if it results in selling 
only five of the property owners averaging ten gal- 
lons each. 

What I have said so far, you will appreciate, only 
refers to increasing the volume of business which 
should naturally mean more profits, if your re-sale 
prices are no lower than they should be. The profit 
on each sale, however, is an important matter to 
be determined. There is much that could be said 
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on this score. You have heard and read, no doubt, 
many articles on just how to calculate your over- 
head and all the other angles that need to be cov- 
ered before you can expect to have anything to put 
down in the First National for “keeps.” 

It seems that for some reason or other, while the 
hardware men will secure full price for the hard- 
ware stock, when it comes to paint many of them 
seem to lose their nerve and sell at prices that are 
entirely too low and which would appear to be un- 
necessary, if the man ten or twenty miles away, 
or even in a city less than a mile distant, can sell 
at a 10 per cent higher price. 

It is possible to sell paint products of the right 
kind and make a reasonable profit. You may lose a 
sale occasionally, just as you would if your price 
was 10 per cent lower; there is likely to be some- 
one selling a cheaper grade article, but your aver- 
age profit on the year’s business would be better. 

This is readily possible where you are the only 
one in your town or neighborhood handling a par- 
ticular brand. I can appreciate if you were asking 
25 cents for a package of Slap Jack, its real selling 
value, and the man across the street was selling 
the same article for 20 cents just to attract trade, 
your sales would probably fall off on that mate- 
rial; but if you have no such local competition, ex- 
cept an article made by someone else for the same 
purpose, you can, as I say, secure a legitimate 
profit, provided the customer receives real value 
in the article purchased, and I want to urge every 
dealer to check over his selling prices and see if 
there are not some of them on which you are giving 
the consumers a little more than they are enti- 
tled to. 

The effort of the paint manufacturers to secure 
a greater degree of co-operation on the part of the 
hardware dealer, as you will have readily surmised, 
is not entirely in the interest of the dealer. We, of 
course, expect to derive some benefit. We might 
also be -termed selfish in that respect, but it has the 
saving grace of bringing to the man who does turn 
his energies in that direction a full measure of 
compensation in greater business, more profits and 
a satisfaction in “work well” done. 


Vehicle and Implement Men Meet 


oo Tri-State Vehicle & Implement Dealers’ As- 
sociation held its annual convention in Cincin- 
nati, Oct. 26, 27 and 28. ° 

Resolutions were adopted at one of the business 
sessions in favor of the standardization of farm 
tools, and the elimination of many sizes and types. 
Resolutions were also passed extolling the advan- 
tages of local clubs of dealers, and urging present 
members to work hard for an increased member- 
ship. The members were also called on to investi- 
gate more closely the possibilities of the farm 
tractor in developing the implement trade. 

The officers elected were as follows: President, 
Charles S. Darnaby, Lexington, Ky; first vice-presi- 
dent, T. J. Turley, Owensboro, Ky.; second vice- 
president, W. H. Bulleit, Corydon, Ind.; third vice- 
president, C. E. Merkel, Marion, Ohio. 

Directors: W. G. McMacken, Fort Wayne, Ind.; 
H. C. Otterbacker, Wellington, Ohio; H. A. Lowery, 
Leitchfield, Ky., and W. G. Gorman, Corinth, Ky. 

The election of the secretary and the selection 
of the next convention city will be made at a meet- 
ing of the executive board to be held in December. 
However, it is generally understood that P. T. Rath- 
bun of Springfield, Ohio, who has served the associa- 
tion for several years as secretary, will be re-elected. 
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A Menace to Country Towns 


HE following editorial is of such vital 

interest to the retail hardware dealer 

that we reprint it from The Farm Im- 
plement News: 


HE assertion made at the implement man- 
ufacturers’ convention last week that 
the proposed rural credit legislation by Con- 
gress is likely to be of a character that will 
promote co-operative or collective buying by 
farmers and thus imperil the present system 
of distribution through dealers, came like a 
bolt of lightning from a clear sky to nearly 
everybody present. Only the few manufac- 
turers who recently have made a searching 
inquiry relative to the attitude of Congress 
and the plans of those who are back of the 
movement for rural credit legislation knew 
that an attempt probably will be made to 
incorporate collective buying in the scheme. 
The dealer cannot help being impressed 
with the importance of taking such steps as 
he can to assist in the effort so to shape the 
legislation that the dealer system will not be 
affected. One of the first things to do is to 
talk over the subject with his fellow mer- 
chants. For, as was pointed out by one of the 
manufacturers, the implement trade is not 
the only one that will suffer if co-operative 
buying is promoted and fostered by enact- 
ment by Congress. Naturally the lines of 
goods which are used exclusively by farmers 
will be most affected, but every merchant in 
the smaller towns of the country depends on 
farmer trade for a large part of his volume 
and many of them get most of their business 
from that source. Co-operative buying by 
farmers, generally practised, would be a 
crushing blow to the entire commercial in- 
terest of every town located in an agricul- 
tural community. It would practically de- 
stroy many of these towns. 

As a second step the merchants of every 
town should discuss the subject frankly with 
their farmer customers. We do not believe 
there is a farmer in the United States but 
would oppose legislation which he was con- 
vinced would destroy or cripple the country 
town. Whatever following co-operative buy- 
ing has among farmers is the result of their 
failure to look into the future and see what 
the outcome would be. Those who have given 
the subject deep thought do not encourage 
co-operative buying in which a local dealer 
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does not figure, nor have they any desire for 
the government to aid them in buying di- 
rectly from the producers. Thoughtful farm- 
ers know that the present distributing sys- 
tem, improved as it is sure to be in the near 
future, is the best. Once get their support 
in the fight against co-operative buying legis- 
lation and victory will be assured. 


Trade Revival as Reflected in the 
Steel Industry 


HE general revival in trade conditions is 
nowhere so clearly marked as in the 
iron and steel industry, which has 

climbed, in the last few months, to a position 
far above normal. So great has been the re- 
vival, that although practically every blast 
furnace in the country is running night and 
day to full capacity, there is apparently no 
possibility of filling the demand for iron-and 
steel products. Plants without suitable 
quantities of pig iron on hand, find them- 
selves embarrassed in their efforts to re- 
plenish their supply. It is practically im- 
possible to buy the crude material either in 
the form of scraps or ingots, in sufficient 
quantities to allow an industrial plant of 
reasonable size to operate. 

This great change in the condition of one 
of our greatest industries had its beginning 
about the first of July of the present year, 
and has grown by leaps and bounds to a pro- 
portion where the manufacturers find them- 
selves fairly deluged with orders which show 
no signs of abatement. Pig iron has long 
been designated the barometer of the steel 
trade, and its steady climb in price may 
safely be regarded as an indication of better 
trade conditions in all lines affected by the 
steel and iron market. 

Elbert H. Gary, chairman of the United 
States Steel Corporation, in a recent inter- 
view, declared that the present demand for 
pig iron and the various lines of steel is in 
excess of the producing capacity of the com- 
bined mills and furnaces of the United 
States. “The manufacturers,” he said, “are 
utterly unable to make deliveries satisfac- 
tory to their customers. There is nothing as 
yet to indicate a decrease in the demand for 
some time.” 

The condition of the steel industry is as a 
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matter of course largely due to the so-called 
war business, nevertheless it is undoubtedly 
true that the industry as a whole is experi- 
encing a general feeling of betterment due 
to domestic industrial conditions. The vol- 
ume of business, according to trade experts, 
for both domestic and foreign trade is more 
than double what it was a brief year ago. 
It is conservatively estimated that the pay- 
rolls of plants engaged in the steel and iron 
industry are carrying in excess of 175,000 
more men than at this time last year. 

What is true of the steel industry is also 
true in regard to the leather and woolen 
goods lines, and while as yet the effect has 
not been marked in the retail field, there is a 
general feeling among merchants that condi- 
tions are fast reaching what might be termed 
the normal plane. Crops, the country over, 
are good, in fact better than the usual run, 
and the farmers in most cases have been able 
to obtain money at a reasonable rate, to aid 
in harvesting and threshing. Collections 
seem to be reaching an easier stage, and in 
most localities, cash sales in retail stores are 
getting to be the rule rather than the excep- 
tion. On the whole, the outlook is very en- 
couraging, and retailers are placing their 
orders for winter stocks with a feeling of 
confidence that spring will show a good live 
profit on their investment. 


A Canadian Gold Brick 


ANADA has purchased a gold brick, 

manufactured within the confines of 

her own borders. In the building of 
the transcontinental railroad from Moncton, 
New Brunswick, to Winnipeg, Manitoba, 
she has made a new record in railroad high 
finance, which has never been equalled even 
by the frenzied wildcat promoters of our 
own palmiest days. 

The Canadian Government, through its 
engineers, had been given to understand 
that the total cost of this great iron high- 
way would not be in excess of $61,000,000. 
The Grand Trunk Pacific Railroad Company 
had agreed to furnish the rolling stock, and 
after its completion operate the line, paying 
the Canadian Government 3 per cent on its 
cost for the last forty-three years of a fifty- 
year lease. The prospect was alluring, and 
the Canadian people looked for great and 
immediate results. A commission was ap- 
pointed to look after the work, and con- 
struction was commenced Sept. 30, 1911. 
The actual construction was barely started 
when the cost estimate took a sudden and 
unexpected jump to $161,300,000, and at the 
expiration of the year 1914 the original fig- 
ures had grown to the enormous sum total 
of $173,000,000, these figures being exclu- 
sive of interest, which means that the total 
cost in 1922, when the company would begin 
its interest payments, would amount to ap- 
proximately $234,651,251. The Grand Trunk 
Company, however, discouraged by the 


great cost of construction, repudiated its 
contract, and the Canadian Government 
finds itself saddled with a railroad which 
has cost nearly four times the original esti- 
mate. The increase in the cost has neces- 
sarily relieved the Grand Trunk Company 
from the. unprofitable fulfillment: of its 
agreement, and the Government is left with- 
out redress. The money is gone—where, a 
commission has been appointed to ascertain. 

The initial report shows that at least $40,- 
000,000 has been needlessly spent; that no 
member of the construction committee had 
ever had the least experience, either in the 
building or operating of a railroad; that 
this committee had built the road in accord- 
ance with a crude but set design, and then 
ransacked the Dominion for local conditions 
to fit the design. They had planned the en- 
tire system on the assumption that the new 
railroad would at once receive the maximum 
business possible to be handled over a single- 
track low-grade road, and had spent mil- 
lions on facilities which an intelligent Amer- 
ican corporation would only have added as 
the traffic justified them. As a result the 
operating expenses of this “Gold Plated” 
road stand fair to equalthecombined operating 
expenses, interest and dividends of several 
competing roads whose capitalization is only 
from one-third to one-half as great. There 
are absolutely no earnings in sight, and the 
rolling stock is yet to be acquired. Itisa 
venture into the realms of railroad finance 
that has a direct effect on every taxpaying 
citizen of Canada. It means increased cost 
to farmers, merchants and bankers, .who al- 
ready feel the drain of moneys collected to 
meet the necessary expenses of government. 
It furnishes Canadian statesmen with a 
problem that will require both brains and 
money to solve, and the common people must 
at least furnish the money. 

Fortunately there are a few really expe- 
rienced and reliable men and some compe- 
tent engineers on the newly created Alaska 
Railroad Commission, whose duties com- 
prise the building of certain Alaska rail- 
roads for the United States Government; 
otherwise we might meet with a similar ex- 
perience, and find our own “Uncle Sam” ex- 
ploiting a quarter billion dollar railroad, 
worth a quartér as much, and minus its roll- 
ing stock. It will be interesting to compare 
the results of this board’s labors with those 
attained by Canada’s amateur railroad build- 
ers. 
The example of our northern sister may 
act as a safety valve to our Alaskan commit- 
tee. It has been suggested that if Postmas- 
ter General Burleson could be induced to ac- 
cept the chairmanship of this board, we 
might even yet break the Canadian record. 
We are not passing judgment. We can only. 
reiterate what our forefathers quoted in one 
of the greatest political documents of Amer- 
ican history, “There is no way of judging 
the future except by the past.” 
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Too Little Evidence 


N English publican was prosecuted in London re- 

cently for selling a bottle of whisky during pro- 
hibited hours. A bottle of whisky similar to that sold 
was produced as evidence. 

The jury heard the evidence and retired to the jury 
room. They presently returned. 

“My Lord,” said the foreman, “the jury are quite 
satisfied as to the sale of the bottle, but they are not 
sure of its contents. May they have the bottle to satisfy 
themselves?” 

“Certainly,” declared the judge. 

After a brief period the jury filed into the box again. 

“Well, gentlemen, have you reached a decision?” 
asked the judge. 

“No case, my lord,” said the foreman. “There was 
not enough evidence to go around.”—Ezchange. 


A Historical Fact 


CHOOL had begun, and the class in history was in 
session. 

“Now, Bobby,” said the teacher, “by whom was the 
Declaration of Independence written?” 

“Thomas Jefferson,” said Bobby. 

“Correct,” said the teacher. “And now, Willie, you 
may tell me where it was signed.” 

“Right at the bottom, Ma’am,” said Willie—Evz- 
change. 


Unversatile Nature 


ARIE, the eight-year-old hopeful of a certain house- 
hold of this town, was seated at the breakfast 
table one morning. As usual, eggs were served. 

Now either Marie was not hungry or she had grown 
tired of the inevitable bill of fare, for very earnestly 
she lifted her eyes to heaven and exclaimed: 

“I wish to goodness hens would lay something be- 
sides eggs!”—Eachange. 


Coincidence 


é¢XTOW, Tommy,” said the teacher, “you may give 
an example of a coincidence.” 
“Why, er ”’ said Tommy, with some hesitation, 
“why—me fadder and mudder was both married on de 
same day.—Chicago News. 





Somebody Had to Sleep 


HE doctor entered the patient’s room in the morn- 
ing, and, according to habit, read the chart first 
thing. He was a little surprised to read: 
“2 A. M. Patient very restless, nurse sleeping 
quietly.” Exchange. 


Wedded Bliss 


"i" rather play golf than eat.” 
“But what does your wife say to that?” 
“Oh, she doesn’t care. She’d rather play bridge than 
cook.”—Detroit Free Press. 


Misunderstanding 


<¢<¢IDEGGIE would tango perfectly but for two things.” 
“Yes? What are they?” 
“His feet.”—Eachange. 


A Wayward Tongue 


HE chairman of the committee was addressing a 
meeting at a teachers’ institute: 

“My friends, the schoolwork is the bulhouse of civi- 
lization, I mean—ah—” ’ 

He began to feel frightened. 

“The bulhouse is the schoolwork of civ—” 

A smile could be felt. 

“The workhouse is the bulschool of—” 

He was evidently twisted. 

“The schoolbul is the housework—” 

An audible snigger spread over the audience. 

“The bulschool—” : 

He was getting wild. So were his hearers. He 
mopped his perspiration, gritted his teeth, and made 
a fresh start. 

“The schoolhouse, my friends—” 

A sigh of relief went up. Hamlet was himself again! 

He gazed serenely around. The light of triumphant 
self-confidence was enthroned upon his brow. 

“Is the woolbark—” 

And that is when he lost consciousness.—E xchange. 


Not to Be Fooled 


¢sTNELL me noo, Jamie, what was the most wonder- 
ful thing you saw when at sea?” = 

“I think the strangest thing I saw was the flying- 
fish.” 

“Noo, laddie, dinna mak’ a fule o’ yer mither. Wha 
ever heard o’ a fish fleein’?” | 

“Another strange thing I saw when crossing the. 
Red Sea. We dropt anchor, and when we raised it 
again there was one of the wheels of Pharaoh’s chariot 
entangled on it.” 

“Ay, laddie, I’ll believe that. 
that.”—Tit-Bits. 


We’ve Scripture for 


A Double Dose 


66 ANDY, I’se a sick man,” said Jake, looking very 
miserable. “At de horspittle dey says I’se got 
berkerlosis.” 

“All, right, Jake, we’ll take keer of you, and git rid 
of dat berkerlosis.” 

A week later Jake stumbled in, more woe-begone 
than ever. “’Tain’t no use, Mandy, nary bit of use. 
[ ain’t never gwine git well. De doctors say dis morn- 
ing I got two berkerlosis.”—Exchange. 


Driving Him to Drink 


a Lanes we drank from the same canteen,” roared 
the old veteran. 

“Grandpa,” interposed his granddaughter, “the senti- 
ments of that song are praiseworthy, but I fear they 
may tend to counteract certain health-rules I have been 
trying to teach little Waldo. Don’t you know any 
songs about sanitary drinking-cups?”—Lowisville Cour- 
ier-Journal. 


Spoilsport 


éé UNG man,” said the magistrate severely, “the 
assault you have committed on your poor wife 
was most brutal. Do you know of any reason why I 
should not send you to prison?” 
“If you do, your Honor,” replied the prisoner at the 
bar, hopefully, “it will break up our honeymoon.”— 
Philadelphia Ledger. 
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PUBLICITY FOR THE RETAILER 


A Strong Piece of Stove Copy—Christmas Ad Featuring Cutlery— 
Small Space Efficiently Used 
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Sold! Sold! Sold! 


Yes—that's the way they are going all 
over the cocntry—bone price to al!—bascd on 
value and service. 


Bake, Cook, Heat 
At the same time—with one Fire. 
Saves ‘the cost of two-stoves. Saves 
the expense cf keeping two fircs. Crly one 
fire to build éach winter. FHiolds fire and 
cooks breakfast with last night's fvel. 


Perfect. biking:in large Sanitary Oven, Easy 
bes ee clgan ane bright, easy to nae ~—_ out of best 
an buy and ane books ethe 


xperts ee 
~here it is. 


Large Crowds Expected 


to witness the splendid baking and perfect operation of 


' Cole’s High Oven Range 


| Z, Di Hot Blast Exhibition Days Ci Sean the Dates 





See this remarkable range bake biscuit quick- 


er than a gas range. 
to see this great feature ‘accomplished. 


The tremendous 


‘result ‘of merit and va 
range construction and the greatest value ever offered to this community. 


An expert will exhibit the man 


Saving and MoneySaving features thatare 
it renders its thousands 
of enthusiastic users. 


While They ‘Last! 
ee 


Through our special arrangement 
with the Cole Mfg. Co., we give each High 
Oven Range purchaser this beautiful set of 
guaranteed Pure Aluminum Ware. 


FREE!! 
During the Hot Blast Days Only. 


They are having an enormous sale 
on this deservedly popular range. 
jumped at the chance to give this commu- 
nity the benefit of this great bargain. 












You and your friends are invited 


populanity of this modern range is the 
ue. It represents the greatest adyancement in 


Labor: Saving, Time 


ilt into the ay service 


ob 






We 





king fer wa alue— 


— ‘in thin werk i you are 














405-407 S. W. Corner Square 
No. 


Well Handled from Start to Finish 


No. 1 (5 cols. x 91% in.).—H. G. Beatty & Co., 
of Clinton, IIll., have here an ad that will boom stove 
sales in any community. Note first the attractive 
layout of the ad—the balanced illustrations with 
the emphasis on the stove cut secured by making it 
a blacker drawing—the story telling headlines—the 
carefully set type and the neat use of the trade 
mark. The opening lines play up the demonstra- 
tion and secure interest at once. The lead copy 
features the main selling points of the range in a 
general manner, the detailed explanation of the 
triple advantage being taken care of in the first 
narrow panel. A forceful conclusion to the ad is 
secured by the offer explained in the second narrow 
panel which focuses attention on the free ware fea- 
tured. No one, except an experienced printer or ad- 
vertising man, would suspect this of being a ready- 
made ad, which it is. So cleverly is the firm name 
inserted, and so naturally does the copy work in 
the local interest thought concerning the demon- 
stration that the ad has none of those ear-marks 
through which the ready-made ad may be sometimes 
identified. The Beatty Company also sends us a 
full-page ad which is admirably handled. It fea- 
tures the entire stove lines carried by the Beatty 
store. A portion of the opening talk which is an 


H. G. BEATTY & CO. 
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1—An ad that will boom stove sales in any community 


excellent example of concise and clear wording is 
as follows: “Now is the time to think about buy- 
ing a stove. Don’t wait until it gets cold and then 
take the first stove you come to, just because you 
need one. It is to your advantage to be prepared 
by purchasing a good stove. We are prepared to 
help you decide the stove question. Our line this 
year is particularly large; we show below a few 
only of our bést stoves, both in heaters and ranges. 
After years of study in the stove business, we are 
in a position to help you select just the style of 
stove that would be best suited to your particular 
need.” That is a mighty forceful introduction to 
any stove ad. Paste it in your scrap book for 
reference. 


Something New in Stove Layouts 


No. 2 (2 cols. x 6 in.).—Charles F. Hauck & Co., 
Springfield, Ohio, send us this ad which has the 
freshness of novelty. In the execution of this ad 
one mistake was made, and that concerns the writ- 
ing in the enclosure. It is too small to be easily 
read—in fact some of the words are illegible—and 
this mars its effectiveness to a great extent. It 
would have been far better to have inserted type 
or lettering in imitation of type, which lettering is 
common to most newspaper cartoons and comics. 
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No. 2—The freshness of novelty 


Or, if the pen writing were used to have increased 
its size two fold at least. The idea behind the ad 
is excellent—it has the personality, if we term it 
such, of the carton and we should certainly advise 
the Hauck Company to follow up the idea with the 
change we have recommended. 


It Carries the Christmas Spirit 


No. 8 (1 col. x 10 in.).—Here is a very dainty 
ad of Xmas gifts that was used profitably by the 
Graves Hardware Company, Springfield, Mass. The 
holly border, the clean-cut display lines and bal- 
anced cuts serve to make a most attractive layout. 
Cutlery is well presented here and the kinds fea- 
tured make most suitable holiday gifts. The ad 
really appeals to the entire family. It will pay 
you to read over the copy carefully—it is general 
in thought, but it is real Christmas copy. Dealers 
will find it profitable to keep an ad of this size run- 
ning every week. It costs little but it is sufficiently 
large for advantageous presentation of individual 
lines. 

Ten Bargains in 10 Inches of Space 

No. 4 (1 col. x 10 in.).—This ad, then, averages 
one bargain to the column inch, which is adver- 
tising economy reduced to lowest terms. These 
Schroeter ads have a well-defined style and their 
weekly repetition gives them a cumulative selling 
effect that makes them really equal larger space 
ads in results. In studying the style of this ad, 
note the boldness of the set-up which is secured in 
a simple manner; the use of a three-point plain 
rule border and of heavy, square Gothic type for 
headings and prices. Just enough illustrations are 
used to get away from the forbidding look of an 
all-type ad set as this one is. Heavy display type 
must be relieved by illustrations to gain boldness, 
otherwise it is apt to be repellant in look. 


Good Ad for the Busy Reader 


No. 5 (1 col. x 12 in.).—He who runs may read 
this ad of the Miller Lime & Cement. Company, 
Alton, Ill. It’s like a section of a department store 
ad, every article separated by panels and a mini- 
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mum of text for each presentation. We published 
two similar ads from the Miller Company last sum- 
mer and we are glad to note they have accepted 
our suggestion in reference to using a heavy rule 
at top and bottom of ad. An ad of this type is 
easily read and moreover allows each reader to 
quickly glance at those items in which he is par- 
ticularly interested. If you wish to read some 
brief, yet descriptive copy, read the items here. 


Another Miller Ad 


No. 6 (1 col. x 13 in.).—Many different articles 
of hardware than were featured in No. 5 ad are 
shown here. A study of these two ads will con- 
vince you that ads of this type appearing continu- 
ously will soon run the gamut of the hardware stock 
and provide the means of automatically bringing 
before the public every article in the store. For 
some reason, the top and bottom rules were omitted 
on this ad. We repeat a former suggestion—use 
a live heading in place of the firm name at the 
top of these ads. In an appreciative letter to us 
Walter L. Budde, assistant manager of the Miller 
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The Perfect Weekly Bargain No. 564 
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: Scissors Sets 


A gift that in- 
sures long and 
- grateful remem- 
brance of the 
giver. 
Each set.in at- 
tractive boxes 
and leather 


cases. 
Every woman AUTOMOBILE WRENCHES. - 
IN CANVAS ROLL, 


pal will noc The Prover Gee fer Astementics, and: 
Pp cia ca set— Wrenches have following epgets s, viz.: 
5-16, 13-32%. 7-16-—%%, 19 —% 9 


$1.00 to$4.00 - Sie thls tet pct Marte 





Parcel post weight, 4 pounds 


7 “WILLIAMS” 





PAD OT PAPUA 





COCR HETERO eee 


Parcel post beeen 4 pounds, 








Pocket: Knives 





IMPROVED HAND DRILL 
Chuck Hold From © to 3-16 Inch. 
FY me a me only ab where cell in han- 
The gift of gifts for DRILL BITS. ‘Speci ©” “S*TTY “Qe 
‘very man or boy: Se eek put welsh, ES pociia, 
What a man wants is 
solved by getting him TIRE SAVERS 
A Ral bien 

a pocket knife. on tires while auto Is pages wecenre 
No.matter what price ——.. ny A a EP a 


knives you. desire we 
can supply your needs 
with high- “grade goods, 
Every knife put up in 
Christmas Boxes. 





SCROLL-SAW OR COPING 


SAW FR. 
With one blade; frame 4 
inches gee takes blade 
inches wr? 
EA can be 
25 t at different angles. 
c o $5.00 Special. COCR .cccccsccccccvcprccsses 
Parcel t weight, 1 pound 
. p Extra. : ades. per dozen, Te. 








ry COMBINATION PLIERS 
Libra Six-inch -French pattern, Bw of the 
very best steel and warra 
Sets Mpselal, “ ORaM... <a ccccccscdesdcoses 


Parcel post weight, 1 pound. 





‘The business man 
will appreciate one 
of our beautiful- 
ly finished Library 
Sets. 


' (ADJUSTABLE © 
ROLLER SKATES 
BALL-BEARING—STEEL WHEELS 

Regular price $2.00. Special . 
price this srek Secctbs co deser $1 -48 
ost weight, 4 poun 


ss. 3 “ordering mention Ts ae 
yo 








HE CELEBRATE 


A very pleasing gift “SAVORY” ROASTERS . 


for. the home 
library— 


$1.00 to $3.00 
Library Scissors’ in 


eee eee ee eee ew eee eee 


HACK-SAW FRAME 
Adjustable from te 12 inches; 
nickel- 
This fram 
made of “ne 


bes pered 


37c 


Pareel post weight, 2 pounds, 
A A A A LRT 
White globe, heavy tin flat top 


fount. Special price, each........ ' 
Parcel post weight, 3 pounds, 








SEE. DISPLAY 
Jan Hardware 


PARTE PIAIDAOK PAE PANG BOA 


The Big Hardware Store 
324 MAIN ST. 
SCHROETER BROS. HARDWARE 60. 


Re pre BPE PACK se 717 and 719 Washington Av. 


At the left: No. 3—Keep an ad of this size running 
every week. At the right: No. 4—Advertising econ- 
omy reduced to lowest terms 
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IRAE 
Miller Lime & Cement Co. 


519-521 Belle St; 








Miller Lime & Cement Co. 


519-521 Belle Street. 
RATCHET BRACE 

10 inch 
sweep 
hard wood 
head and 
handle, 
only... 69¢ 


STAN Ley LEVELS 





STEEL HAMMERS ~ 





of the best quality. steel, hard’, woot 





handle, very good value... .>....:20€| 
COMBINATION. RAZOR STROP AND : 
HONE 12 inch or 16 inches long, nontwies, 


like illustration, while they last. 


CEMENT TOOLS 
Fine nickel plated 


and hardwood han- 
die. Enable you to 
~ do the best con- 
crete work. Any 
style, only ....50c 
PLASTER TROWELS 
Excellent for small 


repair jobs. - Full 
size trowel, 


CARPENTER PINCERS = “heparan ape 286 


: q SILVER KING BARN OR GARAGE 





Jone on one’ side.and strop. on™ the 
other. Complete instructions for us- 
ing. Packed in leatherette box . .75 








DOOR HANGERS. 





Ball bearing 
d 

6 inch, ‘best plier steel. One end o a AE 
handle is a efaw and the other may v« pet Saeco 
pakdohsees 20 ' : 
used as a screw driver” or Set is com- 
BEAUTIFUL plete ready 
LOCK SETS to attach to 

In brushed bras doors. . 
or antique cop Set ....75¢ 





‘per finish. Stron: 
mortise lock witlL 
“ a handsome indi 
vidual appoar 
ance. Complet 
WE btecceds, 60« 
YALE NIGHT 
LATCHES 
A very good nigh: 
latch that will in- 
sure against intrus 
jon,. packed con: 


plete in box ..$1.), 








Stands the wear of many fect. Boot 
heels won't ool nor mar it. With 
“61"" you can easily, economically have 
floors that’ll ‘‘show only the reflection."* 

. Easily cleaned. 

Gallon Cans $3.00 Half Gallons $1.50 
Quart Cans 85c. Pint Cans 45¢ 


VARNISH 
STAIN 








Stains and 
varnishes ol 
or new w 

. in one opera- 
tion making a 
beautiful nat- 
ural wood fin- 

4 ish highly 

varnished. 

Excellent for 
furniture, 

floors or in 








This is the best time of the. year to 
paint your home and the cost is very 
small if you use BECKER-MOORE’S 
paint. “Color card and information on 
request. Gallons.$1.90. Half Gal- 
Hons. .$1.00 - Quarts. .50¢, 








besiceitin’ on which you desire a 











beautifu: stained finish. ~Made tn eight 
different shades. Al).size cans. ° 
Bo scovsns 75¢ Minedce seus 40c 
SSS ee 
~- 
*‘up to the minute’* white enamel LZ = 
furniture finish, Try some — it's easy a == 
applied. a onan 
Quart cans....:...... Stine vig 0k $3.35 -: 
GATUN. 





BUILDING MATERIALS AND COAL. 
You are as near to us as your phone 
Call us up on. either one. 


The wonderful lock of the Panama 
Canal made of concrete. We sell the 
same cement that Uncle Sam used in 
this mammoth strueture. .You cannot 
make a mistake whén you build your 




















Miller Lime & Cement Co. home, barn, walks, etc., of concrete, 
for it is the most sanitary, beautiful 
519-521 Pelle Street. and fire-proof material known. It’s 

| economical, too, if you buy from us. 





At the left: No. 5—He who runs may read this ad. At 
the right: No. 6—Use a live heading in place of the 
firm name at the top . 


Company, says: “We often see copies of a number 
of hardware advertisements in your ‘Publicity for 
the Retailer’ which we enjoy very much. MHArRD- 
WARE AGE in our establishment is always referred 
to as the best trade paper we receive, which is, with- 
out doubt, very true.” 


EDWARD UTTAL, who was formerly connected with 
Chas. Forschner & Sons of New Britain and New 
York, and later with John Chatillon & Sons, has joined 
the selling staff of Jacobs Brothers, 78 Warren Street, 
New York, manufacturers of scales and slicing ma- 
chines. 
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Utilizing Waste Space 


Hy, VERY particle of floor space in a store repre- 

sents a certain rental value, and the man who 
fails to collect the rent is losing a portion of his 
profits just as surely as the man who fails to buy 
or sell correctly. The Rawson Hardware Company 
of Williston, N. D., had been bothered for some 
time by the presence of a couple of steam radiators 





The horseshoe rack built above and in front of a radi- 
ator solved a problem for the Rawson Hardware 
Company 


which took up much valuable space, one at the front 
of the store and one about two-thirds of the way to 
the back door. They didn’t sell steam, and although 
the radiator was a mighty convenient thing to have 
around when the thermometer registered 20 below, 
yet it failed to ring up anything on the cash 
register. 

Finally one of the firm decided to erect a display 
shelving over the front one, and a horse-shoe rack 
over the one in the rear. The scheme was tried 
out and it worked so well that we are giving the 
details of the plan, and perhaps help some other 
radiator-troubled hardware man to get the rental 
out of this usually wasted space. 

The front shelving was built in a rather ornate 
form about 15 in. above the radiator, and was used 
to display fancy aluminum and nickel articles. It is 
attractive, and at the same time does not interfere 
with the distribution of heat. 

The horseshoe rack is novel in design, neat in ap- 
pearance and will hold over twenty kegs of horse- 
shoes, in addition to forming a storage space for 
several kegs of stock. It is built of galvanized pipe 
fastened to the floor by means of a common floor 
plate and a nipple, and is built about six or eight 
inches higher than the radiator and slopes to the 
front far enough to permit the kegs of surplus shoes 
to be stored there. The diagram will show the 
rack and the mafiner in which it is used. It is a 
simple, cheap, and altogether satisfactory fixture, 
and the horseshoes instead of interfering with the 
heat supply, form just that much more radiating 
surface. 

To this simple home-made fixture, the Rawson 
Hardware Company attributes a 50 per cent in- 
crease in the sale of horseshoes, and the beauty of 
it is it reduces the work of handling, as the farmer 
or blacksmith goes to the rack, picks out the shoes 
desired, and practically waits on himself, which is 
quite an advantage during the busy harvest season. 

Look over your store. If you’ve got any favored 
spots that are not coming through with their just 
share of the rent, put a “Rawson” pipe harness on 
them, and collect! 

It will help to build up a life-size series of fig- 
ures on the right side of your ledger. 
































Trade Conditions and Iron, Steel and Hardware Prices 





The hardware trade is more active now 
than at any time in more than a year. Re- 
tail hardware dealers are stocking up more 
readily and customers are placing orders 
more freely. The men on the road are send- 
ing in more orders and for larger quantities, 
usually with the request that shipments be 
made as soon as possible. A much heavier 
demand is expected by hardware dealers this 
year than last year for holiday goods, as at 
this time last year many plants were running 





MARKET SUMMARY FOR THE BUSY READER 


only part. time, and many men were out of 
work. Collections are reported good, and the 
general outlook for the hardware trade is re- 
ported as excellent. 


In the steel trade, prices are steadily ad- 
vancing. 

Reports from the South show a decided 
revival in all lines of trade owing to good 
cotton prices, and both orders and collections 
from that locality are above normal. 








PITTSBURGH 


Office of HARDWARE AGE, © 
Pittsburgh, Nov. 9, 1915. 


HE tide in the steel trade is rising rapidly, but has 
not reached its crest. Prices are steadily advanc- 
ing, the mills are getting filled up for longer periods 
ahead, and a famine in the supply of open-hearth and 
Bessemer steel, and possibly in Bessemer and basic pig 
iron, is confronting the market. Pig-iron output in Oc- 
tober made a new record, that being the first month in 
which the output of pig iron in the United States 
reached more than 3,000,000 tons. To be exact there was 
made in each of the thirty-one days in October 100,822 
tons of pig iron, or a total of 3,125,491 tons for the 
month. The figures for September were 95,085 tons per 
day, or 2,852,561 tons for the month. On Nov. 1 there 
were in blast 276 furnaces with an average daily capac- 
ity of 101,819 tons, or a total of 37,500,000 tons of pig 
iron per year. This tremendous output may possibly be 
slightly increased, as more furnaces are getting ready to 
go in blast, but the increased output from these furnaces 
will be largely offset by the blowing out of some fur- 
naces of the large steel companies, which will soon have 
to be put out of blast for needed repairs. 

Last week there was heavy buying of basic and Besse- 
mer pig iron in the Pittsburgh and Youngstown dis- 
tricts, and it is estimated that fully 175,000 tons changed 
hands. Most of the basic sold at $15.50, Valley furnace, 
a clean advance of 50c. a ton, while the Bessemer went 
at $16 at furnace. The pig-iron markets all over the 
country were very active in the past week, and all signs 
point to higher prices. 

In finished iron and steel a most unusual situation ex- 
ists. Customers are sending in orders to the mills with 
the request that they be entered on the books and for 
shipment as soon as possible, and also that the steel 
companies notify the customers at their convenience of 
the prices at which the orders have been entered. The 
steel mills are really trying to hold back as much as they 
can the heavy demand, but so far without avail. The 
shortage in supply of steel may mean that even some of 
the largest, and usually the most favored, customers may 
not be able to get the full requirements of their con- 
tracts, as the steel companies may find it necessary to 
scale down the tonnages of steel called for in their con- 
tracts. In heavy steel plates a few mills that have some 
to spare for later-in-the-year delivery have been able to 
sell at 1.60c., which is $2 a ton higher than the Pitts- 
burgh price, while in structural shapes some of the East- 
ern mills are reported to have sold at 1.70c., an advance 
of $4 a ton. 

To add to the intensity of the steel situation the rail- 
roads are now buying heavily, as they usually do when 
the mills are pretty well filled up, and will have to pay 
considerably higher prices for steel rails, steel cars and 
other track materials than they would have paid a few 
months ago when prices were lower. The Pennsylvania 
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Railroad came in the market last week for 175,000 tons 
of rails, of which 77,000 tons went to the Carnegie and 
Illinois Steel Companies, 38,500 tons each to Cambria 
and Pennsylvania and 10,500 tons each to Lackawanna 
and Bethlehem Steel companies. The Pennsylvania Rail- 
road is also in the market for 9000 steel cars, and the 
New York Central has just placed orders for 9500 cars. 
It is said that inquiries are out, or will be shortly, for 
about 60,000 cars. During the week there were advances 
in prices of $2 on black iron and steel pipe, $4 on boiler 
tubes, $7 on boiler and structural rivets, 10 to 20 per 
cent on nuts and bolts, about $1 on iron bars, and within 
a short time an advance of $2 to $3 a ton is expected in 
wire products. 

If the present unprecedented demand continues, there 
is no doubt but.that prices on pig iron and billets, and 
also on all kinds of finished iron and steel, will be 
higher. The steel trade has never known such a period 
of prosperity, and earnings of all the large companies 
are making a new high record. In the Youngstown, 
Ohio, district steel forging billets of high carbon have 
sold as high as $56 a ton, and above 3c. per Ib. has been 
paid for steel rounds. 

The hardware trade is more active now than at any 
time in more than a year. The men on the road are 
sending in more orders and for larger quantities, 
usually with the request that shipments be made as soon 
as possible. Retail hardware dealers are stocking up 
more heavily, and consumers are placing orders more 
freely. General mercantile conditions are good, as 
labor is fully employed and at very good rates. <A 
much heavier demand is expected by hardware dealers 
this year than last year for holiday goods, as at this 
time last year many plants were running only part 
time, and many men were out of work. Collections 
are reported good, and the general outlook for the hard- 
ware trade is reported as excellent. 


WirE NAILs.—Mills report a very active demand and 
two or three of the larger wire nail concerns are still 
pursuing the policy of having all large orders first sub- 
mitted to the home office before action is taken on their 
acceptance. Specifications against contracts at the $1.65 
and $1.75 price are coming in freely and the mills state 
that business taken at these prices will soon be cleaned 
up and that all nails on their books will be at the $1.85 
price. There is still some foreign demand and the wire 
nail mills are as busy as they could possibly be, with 
their output sold ahead for some time. Another ad- 
vance in prices of wire nails is looked for at an early 
date. 

We quote on new orders, wire nails in large lots to jobbers, 
$1.85 base; in carload lots to retailers, $1.90 base; less than 
carload lots, $1.95 to $2.00; galvanized nails 1 in. and longer, 
$1.75 extra, or $3.60 base; shorter than 1 in., $2.25 extra. 

Cut Natts.—It is stated that the price of $1.80 
adopted by the makers of cut nails to meet the higher 
costs of raw materials is being firmly held. The new 
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demand for cut nails is quite active and shipments in 
October were the largest in any one month in the cut 
nail trade for a long time. 

We quote cut nails $1.80 per keg in carloads and larger 
lots to jobbers; carloads to retailers, $1.90 f.o.b. Pittsburgh, 
terms sixty days or 2 per cent off for cash in ten days, freight 
added to point of delivery. 

BarB WIRE.—Conditions in this trade are that the 
mills are simply swamped with business and have all 
the barb wire sold that they can possibly turn out in 
the next three or four months. Local mills are making 
heavy shipments of barb wire abroad, and it is said 
inquiries are in the market at present for about 150,000 
tons for shipment to England, France and other coun- 
tries. Premiums of $2 to $3 a ton have lately been 
paid for barb wire for fairly prompt delivery. Prices 
are very strong and another advance is looked for 
during this month, possibly in the next week or ten 
days. 

Plain annealed wire is $1.70; galvanized barb wire and 
fence staples, $2.70; painted barb wire, $2.00, all f.o.b. Pitts- 
burgh, with freight. added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 68% per cent off in carload lots, 
671% per cent on 1000-rod lots, and 66% per cent on small 
lots, f.o.b. Pittsburgh. 

FENCE WIRE.—The new demand is heavy and prices 
are very strong. Both manufacturers and fabricators 
of wire fencing are specifying freely against contracts 
and shipments by the mills are heavy. It is stated that. 
the contracts for annealed fence wire taken recently 
at $1.60 have been pretty well cleaned up, and that a 
good part of the shipments going out from the mills 
now are at the $1.70 price. Another advance in wire 
products is looked for this month. 

Prices are as follows: Annealed fence wire in carload lots 
$1.70 base; galvanized $2.40, with the usual advances charged 
to jobbers for small lots from store. 

IRON AND STEEL Bars.—The new demand for steel 
bars continues very heavy and for iron bars is also 
more active than for a long time. The large bar mills 
have their output sold up for three to four months 
ahead and some contracts have been placed at 1.50c. 
for delivery in first quarter. There is still a heavy 
demand for steel rounds and these are said to have 
sold at as high as 3c. per lb. The steel bar mills are 
running to utmost capacity, and the bar iron mills are 
running at a larger rate than for more than a year. 


We quote steel bars at 1.50c. for last quarter of this year 
and first quarter of 1916. Common iron bars are 1.45c.; re- 
fined iron bars, 1.50c., and railroad test iron bars, 1.55c., 


f.o.b. Pittsburgh. 


TIN PLATE.—Some contracts for tin plate expire 
on Nov. 15 and Dec. 1, and the mills expect specifica- 
tions against these will be very heavy this month. The 
tin plate mills expect to run very close to 100 per cent 
during the winter months. As yet, no official price 
has been fixed on tin plate for 1916 delivery, but it is 
expected to be not less than $3.40 per base box, and it 
may be higher. 


We quote 100-lb. coke plates at $3.15 to $3.25 per base box, 


depending on the order 
We quote 100-lb. on plates at $3.15 per base box, f.o.b. 


Pittsburgh. 

SHEETS.—Prices are very strong and on galvanized 
sheets are higher. The American Sheet & Tin Plate 
Company has sold through the United States Steel 
Products Company 6900 tons of Nos. 11 and 13 blue 
annealed sheets for shipment to France. The new de- 
mand for blue annealed, Bessemer black and galvan- 
ized sheets is heavier now than for many months and 
prices are much stronger. Most of the mills are run- 
ning from 85 to 100 per cent of capacity. 

SHEETS.—Makers’ prices for mill shipment on sheets, 
of U. S. Standard gage, in carload and larger lots, on 
which jobbers charge the usual advance for small lots 
from store, are as follows, f.o.b. Pittsburgh, terms 
thirty days net, or 2 per cent cash discount in ten days 
from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


ee a ee ie anak weak te 1.55 to 1.65 
Oh ee eS Or ee hha ee eel eae’ 1.60 to 1.70 
| efi 5 RR | FR Rg Se a err ee eee 1.65 to 1.75 
rn Sera BOe es. ok cca bb ireetadedeasben 1.70 to 1.80 
ee: Te wie BGs . vies eae bi bis atest eube 1.80 to 1.90 
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Box Annealed Sheets, Cold Rolled 


Cents per Ib. 
Ee eS een adn be eee’ 1.80 to 1.85 
I I case ch i oN a 8 ae ee oe 1.80 to 1.85 
See Oe ON Be coo. hoo cu dk ccs ceees 1.85 to 1.90 
as Tn I i Re ee ide ai ablin 1.90 to 1.95 
RS + a nin on ew Od ao deta seas 1.95 to 2.00 
wee Me Sg 4 4 o 04 64 Oe dd eb ee on eee 2.00 to 2.05 
“EE Es oo & &- 00.0 Gee whee boas <bean 2.05 to 2.10 
PE ME on 6 lide 6 w's GUS aes bene ee 2.10 to 2.15 
Be 6 6.6 nbs b6 6 &o 00s Once 6 dh tne eee 2.15 to 2.20 
Be Us Odie eo OM bara bh cas Ge beeen 0 to 2.25 
) SO or ee eee ey em eer 2.30 to 2.35 

Galvanized Sheets of Black Sheet Gage 

Cents per Ib. 
Dee: 2a ME - Be sc bac Geecd sce be eee 2.60 to 2.70 
ER I Ms ey Sa el Es edie 2.70 to 2.80 
Nos. et SE a ine eis Ue ca akan 04 eae 2.70 to 2.80 
ee rn EL. «a das swam bucks eee buen 2.80 to 2.90 
I ee 2.95 to 3.05 
ode i acdsee ed Bh eam aes 3.15 to 3.25 
Bs; I eng oe tk o's 6 wide on eek cided 3.30 to 3.40 
DR ecm ood s cb cheb es the relipitterhine 3.45 to 3.55 
SE SL is ens at ele Wa b hoe 6 6 eR oes 3.60 to 3.70 
Be hehehe des Saba eten tier 3.75 to 3.85 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


——— 29. 25to28 19 to 24 12to18 
Rewer OF Giime . 6. oo. seu steve 0.15 0.10 0.05 
Graphite, regular ....c.c.00 cece 0.25 0.15 0.10 
——— 
2, 2%, 3 and 5 in. corru- 
Sn ok rn aia se ech alee 0.05 0.05 0.05 0.05 
2, V-crimped without sticks : o. 0.05 0.05 ae 
v4 to 1% in. corrugated.. 0.10 0.10 
3, V-crimped without sticks °. 10 0.10 .10 
Pressed, standard seam, 
A 0.15 0.15 
Plain roll roofing, with or 
without cleats .......... 0.15 0.15 0.15 
3/15 in. crimped.......... 0.20 0.20 0.20 
Weatherboard siding .......... 0.25 0.25 
pS a” EP ee ee 0.25 0.25 
Rock face brick and stone 
Dt <2.) esckeskascas Cae cued 0.25 0.25 
Roll and cap roofing with 
cap and cleats .......... 0.25 0.25 
Roofing valley, 12 in. and 
WE  Cesic'ntca esi ed eew 6bON 0.25 0.25 
Ridge roll and flashing 
(plain or corrugated).... .... 0.65 0.65 0.65 


Nuts, BoLTs AND RIVETS.—The new demand continues 
very heavy and prices are firm. Export shipments are 
being made right along and the makers of nuts, bolts 
and rivets have their output pretty well sold ahead for 
the next three or four months. Prices are very firm 
and may be advanced again in the near future. 


Discounts now in effect are as follows: Common carriage 
bolts, % x 6 in., and shorter and smaller, rolled thread, 75 & 
10; cut thread, 75 & 5; larger or longer, 70. Machine bolts 
with h. p. nuts, * x 4in., and shorter and smaller, rolled thread, 
75, 10 & 5; cut thread, 75 & 10; larger or longer, 70 & 5. Ma- 
chine bolts with c. p. c. t. and r. nuts, % x 4 in., and shorter 
and smaller, 70, 10 & 10; larger or longer, 65 & 10. Forged 
set screws and tap bolts, 45 & 5. Rough stud bolts, 65 & 10. 
Lag screws (cone or gimlet point), 80. Square nuts, h. p., 
tapped or blank, $5.40 off list; hexagon, $5.70 off; c. p. c. t. 
and r. nuts, tapped or blank, square, $4.80 off; hexagon, 5K 
in. and larger, $6.25 off; plain c. p. square nuts, $4.70 off: 
plain hexagon nuts, $5 off; semi-finished — 80, 10 & 5. 
Rivets, smaller than ¥% in. in diameter, 75, 10 & 10. All the 
foregoing prices are f.o.b. Pittsburgh, subject to an actual 
freight allowance not to exceed 20c. per 100 Ib. on shipments - 
of 300 lb. or more. 


WROUGHT PiPeE.—Discounts on boiler tubes have been 
lowered two points, equal to an advance of $4 a ton. 
and on black iron and steel pipe one point, or $2 a ton 
advance. The new demand for pipe is heavier and 
prices are very firm. The following are the jobbers’ 
carload discounts on the Pittsburgh basing card in 
effect from Aug. 16, 1915, on steel and iron galvanized 
pipe, and from Nov. 1, 1915, on steel and iron black 
pipe, all full weight: 





‘ Butt Weld 
e 
Inches Black Galv. | Inches © "Black Galv. 
%, % and % 71 29 46% | , On8 ia. s.: 3 
ve é¢pedeeevheet 75 59% pépet's bb ss ¥en ae 37 
Ro eo vawes oi 78 ES See ree 67 47 
= &: Baer 70 52 
Lap Weld | 
ai tet! tate i Gal boat 75 601% BOR «ivteeedws Anas fe 36 
eee ek ds 6 ce a 77 62 ao deeb dea ae ae 65 47 
ch Oy) Se pr eee 75 gn Ss RS eo ew a 66 49 
eB. ae 61%... | 2 eR 68 52 
Sipe i ye yh GE oh, ae 59 San We Oo5 53s ia: 52 
Co ee ee 6a eS 66 50 
Reamed and Drifted 
SF eae 76 ssit 1 to 1%, butt... 68 50 
OP irerewenen 73 581 ck ere: 68 50 
2% to 6, lap.. 75 6014 Bs oii dd acs 52 34 
sD? ser, ua Bee 63 45 
oe Se pe 64 47 
2% to 4, lap.... 66 50 
Butt ry extra strong, plain ends ; 
,%& and *%. A ie, Ee Fee 60 43 
eel id ees itty 71 cS ly Gea eta 65 51 
§ S) Seay 7% 69% |S ti. ..22*. 69 53 
b dk she a Bale 76 63144 | 2 and 2%....... 70 54 
































Lap Weld, extra strong, plain ends 


RR te ee 72 57 Da 6an wae soe awe 64 48 
2 RR Mi esi ecdie tiw-o 74 eh ba ate e eked eka ns 66 49 
4 eee 73 58 , & Sei ore 68 52 
Ne Ms din bn do area 67 50 Sue O06. os seces 67 51 
a ££ Teese 62 45 Dimes ci éeheee 60 44 

Pe ee wikes kia 55 39 





yhnaeek wee ee ae Ce ee 8 MR ee cee cee regs 40 
OP Behe siacsc 51 Se & Sere 8 43 
zi . err 1% & aot _) Sey 60 45 
Lap ma pri extra strong, plain ends 
EF re ee ee 62 ee Pa eweaksteese sap 56 40 
See OE Gesicovec 64 51 eR Serre 58 45 
4 38 eee 63 50% 4 Pe 57 44 
. 3s CO cnKosweus 57 40 We Re ewtancstvas 50 33 





To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation 
in weight of 5 per cent. Prices for less than carloads are 





Office of HARDWARE AGE, 
New York, Nov. 6, 1915. 


ORE business interests, both in manufacturing and 

distributing, especially the jobbing trade, are get- 
ting into line with regard to very much larger output. 
This is particularly noticeable in the Central West and 
Northwest, while some of the trade speak of a better 
situation on the Pacific coast. In circles where for a 
year and over orders have been squeezed to the limit 
as to quantity, heads of concerns and department man- 
agers now talk about much heavier commitments and 
urgency in shipments. 

Manufacturers are constantly embarrassed by the 

failure to get shipments of raw material, especially 
steel, much of which is postponed in delivery for 
months, and in numerous cases to March 1 and even 
beyond. One of the best-known establishments making 
general hardware in New England frequently finds it 
necessary to ’phone its New York branch to pick up 
from supply houses small lots of especially wanted 
material in quantities of 100 lb., more or less, at much 
higher prices than regular merely to complete articles 
lacking trifling parts. One such case was the shortage 
of a certain special rivet only, the absence of which 
held up the entire product. These are merely examples 
which many manufacturers doubtless will find typical 
of their own experience. 
' The greater activity in tools is noticeable and very 
significant because it indicates that labor is more gen- 
erally well employed. The advances in goods are proofs 
of a stronger market and much wider distribution. 

Builders’ hardware, the manufacturers say, is bound 
to go higher because of the greatly enhanced prices for 
various kinds of raw matcrial. In a general way as 
manufacturers run out of stock they not only find more 
must be paid for renewals, but there is great difficulty 
and long delays in obtaining deliveries, so that they 
cannot get what they want when they want it. Fram- 
ing and firmer chisels and drawing knives have ad- 
vanced about 10 per cent, makers of hack saws have 
withdrawn prices preparatory to advances, auger bits 
have been advanced from 10 to 15 per cent, and gas 
pliers are a little stronger also. 


Wire Naiits.—Trade in wire nails is as good as job- 
bers have expected it would be for this season of the 
year, but they could readily handle much more. There 
is quite a considerable amount of building going on in 
one way and another, dealers say, and there are indica- 
tion:; that more merchants want additional supplies, 
both in assortment and volume. The out of store trade 
in October was much better than in September this 
year. 


Wire nails, in store, are held at $2.15 per keg and carted by 
jobbers, $2.20 base per keg. 


Cut Naiis.—Cut nails are moving fairly well and 
are stronger in tone in harmony with the better feeling 
in wire nails. Some of the trade handling export busi- 
ness allude to orders in hand that cannot be shipped 
for want of cargo ships. 


Out of store business in cut 
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two (2) points lower basing (higher price) than the above 
discounts on black and three (3) points on galvanized. 


BoILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap welded 
steel tubes and standard charcoal iron tubes, effective 
from Oct. 29, 1915, are as follows: 


Lap Welded Steel Standard Charcoal arte 
oO 


1 TR ae ee ca ee cals ® a a ae ke el ale 44 
1 eae Ms wie 646 We oes 60 1 and a hae & ive 47 to 48 
I ee ag 57 SE. SiS oan we ane oh to 45 
2% and 2 rs Ok 6 ah eee * and 2% in...... 51 to 52 
3 and 3 ee chteosthews 68 FF  &. Be ire 55 to 56 
Se ee OU Se... ; vane ance Sac to 40, tn... ..: 57 to 58 
< «€or 62 i 2 gp ~ We Seebene eee. 51 to 52 
eg 3) fT rer 59 





Locomotive and steamship special charcoal grades bring 
— prices. 
1% in., over 18 ft., 10 per cent net extra. 
2 ‘in. and larger, over 22 ft., 10 per cent net extra. 


NEW YORK 


nails is referred to as reasonably good, and business 
was better last month than in September. 

Cut nails, in store, are.based on $2.15 per keg and carted 
by the jobber, $2.20 base per keg. 

NAVAL STORES.—The market for naval stores has 
eased off a little, particularly in turpentine, which re- 
flects primary market prices where the incoming stocks 
have served to lower prices. There is also less support 
just at present at Savannah and other initial points. 
The business in this territory has slackened because 
buyers ordered fairly well on the advance, and now are 
somewhat cautious owing to the decline. Jobbers are 
purchasing moderately, but manufacturers are not 
greatly interested. 

Turpentine, in yard, is quoted at 52c. per g 
m arket. are firm, influenced partly by Fa stiffer primary 


Common to good strained, in eg: on the basis of 280 Ib. 
per bbl “is $4.95 and-D grade $5 a bbl. 


LINSEED O1L.—The trade in linseed oil is only fairly 
good. Prices are not quite as high for oil, crushers 
say, as they should be, considering the prevailing prices 
for flaxseed; that oil made from seed at ruling prices 
now would not permit the manufacturer to break even 
at 68c. per gal. A reason given for this situation is 
that owing to unfavorable weather for harvesting and 
threshing, coupled with the demand on farm labor re- 
quired for taking care of the cereal and other late crops, 
have put the flaxseed crop back about a month. Nat- 
urally that reduces the available seed, and it is believed 
by prominent manufacturers of linseed oil that eastern 
crushers will be compelled to depend very largely on 
Argentine seed. Besides, navigation on the Great Lakes 
will close the first week in December. 

Linseed oil, raw, city brands, at card rates, is 62c. in 5 or 
more bbl., and 63c. per gal in less than 5 bbls. 

Some sellers of raw oil, lower grade, offer it at 59c. in 5 or 
more bbis., and 60c. in less than 5 bbl. 

WINDOW GLASs.—The better feeling among manufac- 
turers and merchants handling window glass continues, 
and is in strong contrast to the past long prevailing 
dullness. Prices are very firm and some much higher 
according to grade and available stocks. The factories 
quite generally started their fires as planned for Nov. 1. 
Some of the plants have made a better start with re- 
gard to quality than heretofore, and it is expected that 
the product will run to higher grade glass. This is at- 
tributal to more remunerative orders now obtainable 
and the increased demand. The market is firm and 
there are jobbers in New York who are working their 
store force nights for the first time in two or three 
years. This is necessary because so many dealers have 
waited too long before ordering. Specifications are now 
coming in a rush, owing to cooler weather and im- 
proved business. In one establishment out of fifty 
orders received one day, thirty were marked “rush” 
or “ship to-day, if possible.” 

Rope.—There is little to note concerning rope except 
that so far as Mexican sisal enters into the question the 
price of raw material is extremely high, because of the 
grip the Regulatory Committee in Mexico has on the 
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price and distribution of this needed fiber, for which 
there is no substitute adequate in quantity, especially 
for binder twine and rope. Manila hemp is steady with 
only nominal changes. The business in this territory 
remains about normal. October was on a parity with 


October a year ago. Such trade as is done in this terri- 
tory runs more to the marine department than for 
inland purposes. 

Istle, a cheap fiber, raised in Northern Mexico, and 
used for blending with other materials in low-grade 
rope, etc., is unobtainable, because of internal troubles, 


C 
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Office of HARDWARE AGE, 
Chicago, November 9, 1915. 


HICAGO shows advances in all lines affected by the 

metal market. Wire cloth has advanced from 10 to 
15 per cent on black and galvanized, and from 25 to 40 
per cent on bronze. Freight allowances on this line have 
been changed from 40 to 35 cents, in accordance with 
the advances in freight rates. 

Sales managers and others in close touch with mar- 
ket conditions are unanimous in the belief business has 
reached a better level. Real conditions instead of ex- 
pectations, they say, are here. Retailers have quit think- 
ing and commenced buying. This is due in a great 
measure to a realization of actual conditions in the 
metal market, and a fear that further waiting may 
result in their inability to fill stocks. Holiday trade is 
opening up, and a generous increase of sales in goods 
of this character is noticeable. Futures are being 
placed in all lines affected by metal prices, and trade in 
general seems to be opening up. Lawn mowers and 
steel goods for next season’s business are being sold 
freely. 

Local orders for snow shovels, oil heaters, carriage 
heaters, coal hods, fire shovels, ash sifters and similar 
goods are moving slowly owing to mild weather condi- 
tions. Retailers in general lines are still buying in 
small quantities, but orders are more frequent, making 
the volume of business good. Manufacturers and job- 
bers are inclined to regard this feature of their busi- 
ness as a perfectly natural one, due to experience, and 
are not averse to the condition. Reports from the South 
show a decided revival in all lines of trade, owing 
to good cotton prices, and both orders and collections 
from that locality are above normal. 

WIRE CLOTH.—New prices just issued on wire cloth 
show an increase of from 10 to 15 per cent on black 
and galvanized and from 25 to 40 per cent on bronze 
wire cloth. The demand is heavy, and manufacturers 
are unable to fill orders up to specifications. No con- 
tracts are being entered into, as manufacturers are un- 
able to contract for raw material. Orders are accepted 





Winnipeg, Canada, Nov. 3, 1915. 


HE hardware situation in most parts of western 
: Canada has improved greatly in the last few weeks. 

Ever since the war started there was a depression in 
many lines of trade in this country, and very few were 
affected more than hardware. One of the principal rea- 
sons for this was that building operations came almost 
to a standstill. Also the people generally were imbued 
with the sentiment of economy which spread over the 
entire country, and general lines of hardware were for 
many months in smaller demand than previously. The 
result of the foregoing conditions was that retail mer- 
chants allowed their stocks to dwindle down to a mini- 
mum, and the wholesalers were in many instances not 
very keen on filling even the comparatively light orders 
they received. The cause for the recent betterment in 
business all around is that the crops harvested this sea- 
son are by far the largest in the history of western Can- 
ada, and at least. normal prices are being obtained for 
the grain, even although there is disappointment among 
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and some manufacturers have been compelled to with- 
draw from the market. 

Manila rope, first grade, from jobbers, is still based on lé4c., 
and Sisal, first grade, is 10c. per Ib. base. 

Dry BATTERIES.—The price of 18c. each on Red Seal 
dry batteries, in barrel lots, of the Manhattan Electrical 
Supply Company, printed in a recent issue, was below 
current market rates. The cost of dry batteries of this 
type is necessarily higher, because of the marked ad- 
vance in the price of chemicals due to the European 
war, and the price published should have been higher. 


GO 


only on the basis of January and February delivery. It 
is conceded that further advances in price will appear 
before the season is far advanced. Prices to retailers 
are quoted as follows: 

Twelve mesh black wire cloth, $1.25 per hundred sq. ft.; 14 


mesh, $1.85: 12 mesh galv. wire cloth, $1.85 per hundred sq. 
ft.; 14 mesh, $2.20: 14 mesh bronze wire cloth, $6.50 per 
t 


hundred sq. f 

Wire Naiis.—Local demands for wire nails are in- 
creasing and prices are well maintained. Weather 
conditions are favorable, and building operations show 
marked increase. The numbers of building permits 
issued in Chicago and other cities in this locality are 
much in excess of those issued at the same time last 
year. Wire nails are quoted as follows: 

$1.85 per keg in car lots to jobbers, and $1.90 to retailers, 
f.o.b. Pittsburgh. In smaller lots, 5c. per keg higher. 

The freight rate from Pittsburg is eighteen and nine-tenths 
cents per cwt. in car lots, making the Chicago price prac- 
tically $2.04 per keg base to jobbers, and $2.09 to retailers, 
in car lots. 

BARB WIRE AND STAPLES.—Sales in barb wire are 
exceptionally heavy. Favorable weather conditions 
throughout the Missisippi Valley territory have facili- 
tated general repair work on the farms, while the tend- 
ency to increased prices has induced the retailer to buy 
freely. It has become more a question of ability to get 
goods than one of prices. 

Painted barb wire is quoted at $2 per cwt. car lots to job- 
bers and $2.05 to retailers, with a 5 cent per cwt. increase in 


small lots. 
Galvanized barb wire, at $2.70 in car lots to jobbers; 
annealed fence wire 





$2.75 to retailers. No. 
lots, $1.70 to jobbers; $1.75 to retailers. No. 9 lvanized 
fence wire, $2.40 to jobbers; $2.45 to retailers. ive cents 


additional charge for small lots. 
Polished fence staples are quoted at $2.00 per cwt. and 
galvanized at $2.70 in car lots to jobbers; $2.05 and $2.75 to 


retail trade, 

LINSEED O1L.—Conditions in the linseed oil market 
remain practically unchanged, with a tendency toward 
higher prices. 


We quote f.o.b. Chicago, strictly pure, old process linseed 
oil: Carloads, raw, 60c.; carloads, led, 61c.; five or more 
bbl., raw, 62c.; five or more bbl., boiled, 63c.; less than 5 
bbl, raw, 64c.; less than 5 bbl., boiled, 65c. 


PEG, CAN. 


some of the farmers because they are not receiving the 
coveted “two-dollar price” for wheat which they confi- 
dently looked forward to when they were seeding last 
spring, judging from the effects of some previous war 
times. 

Stocks of hardware throughout the western provinces 
of Canada are being replenished actively. The whole- 
sale warehouses and manufacturers are quite busy fill- 
ing orders, many of which are for urgent delivery. The 
retail merchants are experiencing brisk sales in most 
kinds of fall and winter hardware, and the outlook is en- * 
couraging for the coming season. Stoves, heaters and 
other winter necessities are moving more actively than 
previously, although naturally there is not the usual de- 
mand for stoves for newly finished houses, building hav- 
ing been abnormally slow throughout the summer and 
fall. It is thought that the constant pleading for great- 
er contributions to patriotic funds of various classes will 
continue the tendency to economize, and that trade in the 
hardware lines generally featured at Christmas may 
not be up to the normal of previous good corresponding 


seasons. 
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Charles H. Conover Dead 


— H. CONOVER, president of Hibbard, 
Spencer, Bartlett & Co., and one of the best 
known business men of the Middle West, died 
Nov. 4 at his home, 1200 Lake Shore Drive, Chicago, 
Ill. Pneumonia, followed by complications, caused 
his death. 3 

Mr. Conover was born at Easton, Pa., July 12, 
1847. In 1859, he moved with his parents to 
Buffalo, N. Y., and in 1865 began his business 
career as an employee of Pratt & Co., a Buffalo 
hardware firm. He was active, energetic and faith- 
ful, and his rise was rapid. In 1871 he moved to 
Chicago and began his work with the firm which 
claimed his services until the time of his death. 
When, in 1877, the old firm of Hibbard & Spencer 
changed to Hibbard, Spencer, Bartlett & Co., his 
sterling qualities had won him a place on the board 
of directors, and after the death of Mr. Spencer, 
he was made secretary of the organization. In 1903 
he became vice-president, and on Dec. 25, 1913, he 
became president, a position which he held at the 
time of his death. 

Mr. Conover saw the growth of Hibbard, Spencer, 
Bartlett & Co., from a comparatively small begin- 
ning to power in the realm of hardware. 

















Charles H. Conover 


Mr. Conover was sixty-eight years old, and a 
member of the board of directors of the National 
Bank of the Republic, and of the Chicago & Great 
Western Railroad. He was a member of the Chi- 
cago Commercial, the Chicago Athletic, and the Glen 
View Golf Clubs, and influential in all the move- 
ments for business betterment in the Middle West. 

He is survived by three daughters, Mrs. Ralph 
Owen, Mrs. Eugene Talbot, Miss Margaret Conover 
and by one son, Henry Boardman Conover. 


Otis W. Everett Killed 


N the evening of Nov. 4 Otis W. Everett of the 
Samuel Winslow Skate Manufacturing Com- 
pany, Worcester, Mass., was instantly killed in an 
automobile accident. Mr. Everett was vice-presi- 
dent, director and supervising manager of manu- 
facturing of the company. Mr. Everett was born 
in Newton Upper Falls, Massachusetts, and was 
sixty-three years of age. He leaves a widow and 
one son, Louis Winslow Everett. 
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Seventy-Fifth Anniversary of 
J. C. McCarty 


rea CHARLES McCARTY, senior partner of 
J. C. McCarty & Co., New York, celebrated 
the seventy-first anniversary of his birth on 
Nov. 7. R. W. Shapleigh, president of the Shap- 
leigh Hardware Company, St. Louis, some time ago 
conferred on him the degree of dean with respect 
to direct factory representatives of hardware manu- 
facturers. This honorable dignification doubtless 
will not be questioned by well-informed hardware 
men, who know him wherever dependable Ameri- 
can-made hardware and allied goods are dealt in 
here or abroad, for the merchandise marketed by 

















J. C. McCarty 


the house of McCarty is scattered all over the world. 

To meet this hale, hearty “young” man at his 
place of business, where he is assisted by four sons 
long associated with him, he would pass with a 
casual acquaintance as a man well within the lower 
sixties. He is an excellent example of the value 
of sensible living and the wisdom of cultivating 
good habits, which have enabled him to so long 
continue actively in trade with a clear intellect and 
sound body. 

As one of the “road boys” of former days, 
Mr. McCarty was exceedingly popular with hard- 
ware merchants from Maine to California and from 
the Lakes to the Gulf. 

While celebrating the anniversary of his birth on 
Sunday, Nov. 7, he was presented with a handsome 
loving cup. by the employees of the company. 


OHN HOLLEY BRADISH 

of Batavia, N. Y., died 
at his home in that city re- 
cently, after an illness of 
two weeks’ duration. Mr. 
Bradish had been engaged 
in the hardware business 
at Batavia since early boy- 
hood, first as a clerk and 
later as owner of a store 
originally established by a 
Mr. Worthington in 1836. 
He served as a director of 
the New York State Re- 
tail Hardware Association 
for years, and as its presi- 
dent in 1908. He is sur- 
vived by a widow. 





John Holley Bradish 














HARDWARE MEN AND AUTOMOBILE 
ACCESSORIES 


Third Season with Accessories 


CANONSBURG, PA. 
TO THE EDITOR: 

This is the third season we have sold automobile 
supplies. We have sold motorcycle supplies since 
1911. Bicycle sundries have been sold here since 
the 90’s, when we all rode fast and climbed all the 
hills in sight. This has perhaps made it easier for 
us, as the trade naturally inquired here for those 
things they knew were new for most of us. 

Men who are thinking of purchasing an automo- 
bile or who are enthusiastic owners are ready to 
talk accessories. They want to know. They want 
to know more. What the cost will be; how to use 
and where these can be obtained. In the winter 
season they will listen and inquire. This advertises 
the business, to say nothing of the newspapers and 
manufacturers who are always ready to help. 

While we do not wish to boast, for we know that 
what we sell is small in comparison with others, our 
trade in accessories is growing and in some lines 
is quite gratifying. If you will sit down and think 
how many carpet sweepers, washing machines or 
even gas ranges you have sold in the last year you 
will notice any one of these is a small part of a 
year’s business, unless you make a special effort 
along this or that line. Some effort is necessary to 
introduce any new thing. We try to know the best 
and keep a few to sell. We have made some mis- 
takes, but not anything serious. 

If you want to sell accessories for automobiles 
buy a machine, and get some fresh air. Read 
HARDWARE AGE and Motor Age and get interested. 
You will be surprised to see how the supplies go. 
Cotter pins, cap screws and lock washers, batteries 
and spark plugs, tires, tire chains, repair outfits, 
gasoline, oil and greases, packing tools, wrenches, 
goggles, horns, windshield glass, polish, sponges, 
chamois and other things will move. Know more. 
Clean the generator, tear down the automobile and 
be able to answer questions. Don’t quarrel with 
your neighbor and the victory is won. If you want 
to, you can. J. S. WASHABAUGH. 


A Satisfactory Experience 
DARBY, PA. 
To the Editor: 

We added a line of automobile accessories and 
supplies in May, 1915. We have had very good 
success with the line since that time, although there 
are no less than eight garages in town carrying 
accessories. We have not added tires and tubes, 
owing to our close proximity to Philadelphia and 
the fact that certain tire makers are soliciting this 
business from the car owners direct. However, we 
have sold several dollars worth of tires and tubes 
through inquiries. 

Respectfully, 
HARRY G. CARR, Manager. 


Going to Handle Accessories 


CANDOR, N. Y. 
To the Editor: 

We are going to handle automobile accessories 
and supplies. We have never carried very much in 
this line but are branching out with it more all the 
time. Yours truly, 

F. L. HEATH & SON. 
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Will Increase Stock Next Season 


BLAIRSVILLE, PA. 
To the Editor: 

We commenced to handle a few of the automobile 
accessories this season and have found it very sat- 
isfactory as far as we have experienced. 

We installed a filling station on the curb in front 
of our store and notwithstanding the keen compe- 
tition of the two older established garages we have 
met with more than our expectations and as to 
sundries we have stocked tires, tubes, spark 
plugs, patches, lamps, batteries, etc., and have or- 
dered for customers several items not stocked. 

Our experience has been so satisfactory that we 
will for the coming season put in a much larger and 
more complete stock. 

Yours very truly, 
GEORGE J. NEW. 


Has Always Stocked Accessories 
To the Editor: ALEXANDRIA Bay, N. Y. 


We have always handled motor supplies and have 
had a fine business on some, but never went into the 
rubber end of same as we have three garages here 
and we have the only machine shop in town. 

Yours truly, 
COLLINS, KELLET & Co. 


Interested in Accessories 
To the Editor: LESTERSHIRE, N. Y. 


I have not as yet gone into automobile accessories, 
but have thought perhaps it might be a good line 
to take up. 

There is bound to be a growing demand for the 
goods. As I am located near Binghamton, where 
there are a good many dealers in automobiles, I 
have hesitated in regard to taking up the line, 
thinking that people might be more apt to go to 
them for the goods, as they are obliged to go there 
for some of the repair work. 

I shall be interested to read what the trade in 
general thinks about the proposition. 

Yours truly, 
C. N. DAY. 


Accessories in Harmony with 


Hardware 
To the Editor:’ GENEVA, N. Y. 


We have gradually gone into the automobile ac- 
cessory line. At first we avoided it, but we are find- 
ing that it works in harmony with hardware and is 
proving a very good line to handle. The undesirable 
dealers are being eliminated, which to us seemed 
the reason for first refusing to handle the line, but 
that is now entirely done away with and we believe 
that it is going to be a permanent line with the 
hardware dealers. 

Very truly, 
DORCHESTER & ROSE. 


Trouble With Catalog Houses 


NIAGARA FALLS, N. Y. 
To the Editor: 
Dear Sir:—We have been handling a small line 
of automobile accessories and supplies for the past 
three months and our experience to date is very 
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satisfactory. We have not as yet put in tires but 
expect to in the near future. 

We started out in a small way to try out and have 
been increasing our stock ever since we started and 
think that it is a good line for the hardware dealers 
to carry. 

We are, however, troubled somewhat with various 
catalog houses, who have a list of all automobile 
owners and mail catalogs quoting prices cheaper, 
in most instances, than we can buy from the job- 
bers. 

Yours very truly, 
TOWNSEND & TAYLOR, 
W. C. TAYLOR. 


Has Sold Accessories for a Year 


PHILADELPHIA, N. Y. 
To the Editor: 

We have handled automobile accessories about 
one year, not long enough to tell what the outcome 
will be, but we had very good sales on tires this 
year and expect to do more another year. We sell 
the “Firestone” tires. 

Very truly yours, 
LOVEJOY & MATHER. 


Expects to Carry the Line 
ELMIRA, N. Y. 
To the Editor: 

As yet there are but a few of our stores handling 
automobile accessories and supplies to any extent. 
However, we expect it will be necessary for us to 
carry them. 

Yours truly, 
THE GEO. W. PECK COMPANY. 


Sells a Few Tires and Gasoline 


AUBURN, N. Y. 
To the Editor: 
I do not handle automobile accessories. 
I sell gasoline and a few tires occasionally. 
Yours respectfully, 
H. H. FELL. 


Thinks of Adding Accessories 
BATAVIA, N. Y. 
To the Editor: 
I have not put in a stock of automobile accesso- 
ries as yet, but I am thinking of adding them. 
Yours very truly, 
JOHN HOLLEY BRADISH. 
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Has Not Stocked Accessories Yet 


CLARION, PA. 
To the Editor: 

We have not been handling automobile supplies. 
However, if conditions improve we may take the 
line on. Up to the present conditions would not 
justify us taking this action. Other lines are more 
profitable. When we put in a line of these goods 
we will be able to give you more information. 

Yours truly, 
J. H. WEAVER HARDWARE COMPANY. 


Interested in Accessory Articles in 
Hardware Age 


CORAOPOLIS, PA. 
To the Editor: 

I have never stocked automobile accessories but 
have been watching the trend of affairs and have 
been very much interested in your articles in HARD- 
WARE AGE, so regret that I cannot write you very 
much on this subject. 

Respectfully, 
H. W. WICKENHISER. 


Watching the Campaign of 
Hardware Age 


FREEPORT, N. Y. 
To the Editor: 

We have not handled any automobile accessories, 
but have watched with interest the articles you 
have published regarding this line. 

Yours very truly, 
Louis H. Ross COMPANY, 
C. E. P. Ross, Secretary. 


Sold $12,000 Worth of Tires This 


Season 


DuUBoIs, PA. 
To the Editor: 

We have handled automobile tires for the past 
two seasons. During the season just ending we 
have sold approximately $12,000 worth of tires. 
We also handle a small line of other accessories and 
find this department fairly satisfactory. 

Yours very truly, 
HIBNER-HOOVER HARDWARE COMPANY. 
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The Strings of Your Piano 











LA 


No, 1055 
10” Style 








No, 1055—3” 
and 6” Style 











Door Holder 
‘No. 466 


are made from the same kind of wire that is 
used for the springs of Stanley Foot and 
Chain Bolts. 


You are familiar with the service rendered 
by your piano strings under continual 


strain. 


The springs of these Stanley Bolts give the 
same service—plus—being Stanley Sher- 
ardized to prevent rust and breaking. This 
is as good a protection against rust as it is 
possible to obtain, and we guarantee that 
the Stanley Sherardized finish will stand a 
more severe test than the U. S. Government 


requires for its galvanizing. 


No. 1055 Wrot Steel Chain Bolt in 3, 6 and 10 inch 
sizes in Japanned and Plated finishes is packed with 
strap and angle staples. Box or utility staple will be 
included when ordered. The box staple can be 
located at any point on upper jamb, and is mainly 
for use with batten doors. All sizes are reversible by 
removing set screw from bolt proper, turning bolt 
and replacing screw in opposite side. Chain 24 
inches long. Also furnished with 5 foot chain and 


numbered 105514. 
No. 1056 Wrot Steel Foot Bolt is furnished in the 


same styles, sizes and finishes as the Chain Bolt, and 
the two make a very neat appearance when used in 
combination. Packed with rectangular floor plate 
having oval shaped hole to take care of shrinkage in 
door without resetting plate. Floor plate is cupped 
to guide bolt and the cap and release are solid bronze. 


Stanley Products have received Highest Award— 
Medal of Honor—at the Panama-Pacific Exposition. 
Our first Medal of Honor was received in 1855. 


SEE PAGE 31 
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No. 1056—3” 
and 6” Style 


No. 1062 









NEW GOODS AND NOVELTIES 


Products Being Placed on the Market by Hardware Manufacturers 
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New Westinghouse electric hot plates for hotel, restaurant, cafe and domestic use 


Cary’s Soft Annealed Band 


The Cary Mfg. Company, Manhat- 
tan Bridge Plaza, New York City, is 
manufacturing Cary’s soft annealed 
band for binding packing cases. This 
band is made of soft annealed steel of 
great tensile strength through which 
nails can be easily driven without 
first punching holes. The company 
states that it is clean and free from 
scale and true to width and gage. 

















Cary’s soft annealed band for binding 
packing cases 


This band is joined every 10 ft. and 
ribbon’ wound with 600-ft. coils; 
packed ten coils in a case. The com- 
pany states that it is exceptionally 
good for all practical purposes of bind- 
ing packing cases. The soft annealed 
band is made in 25, 27, 28 and 30 
gages and in widths of %, %, %, % 
and 1 in. It is also packed in half 
hundred weight coils and wrapped in 
burlap if desired for overland ship- 
ment. 

The bands are packed in cases as 
shown, save considerable space in ship- 
ing and storing than when put up in 
half hundred weight coils. There is 
a patent pending on this band in the 
United States and in foreign coun- 
tries. 


Westinghouse Hot Plates 


For hotel, restaurant, cafe and do- 
mestic use the Westinghouse Electric 
& Mfg. Company, East Pittsburgh, 
Pa., has recently added electric hot 
plates to its line of heating devices. 

It is claimed that no special uten- 





sils are needed with hot plates, as 
they have radiant heaters with all 
the heat at the top and are very effi- 
cient with ordinary cooking vessels. 

The hot plates are made in 8-in. 
and 10-in. sizes and a combination of 
8-in. and 10-in. 

The 8-in. heater switches have 
four positions—high heat, medium 
heat, low heat, off. No current is 
wasted at any heat, the connections 
being such as to utilize all the current 
consumed and to produce uniform 
heating. 

In the 10-in. heater, 3 separate 
switches are used by means of which 
an area 6 in., 8 in., or 10 in. in diam- 
eter may be illuminated. 

Non-corrosive material is used for 
the heating elements. Water or food 
spilled over the heater will not dam- 
age it. The porcelain brick on which 
the heating element is assembled will 
stand rough usage. 

Deflector plates below the heaters 
prevent scorching the table, protect 
the connections, and increase the effi- 
ciency of the heater. 


Williams Adjustable Hook 
and Face Spanners 


J. H. Williams & Co., 57 Richards 
Street, Brooklyn, N. Y., are manu- 
facturing a new line of adjustable 
hook and face spanners. The adjust- 
able hook spanner is a combination of 
strength and ready adjustment and 
each tool provides for service upon a 
number of dimensions. These span- 
ners are drop-forged from a strong, 
tough grade of carefully selected 
steel. The unfinished spanners are 
tumbled and milled. The special fin- 
ished spanners are polished and black 
lacquered all over; the jaws are 
hardened and tempered. 




















The adjustable face spanner is shown at 
the top; the lower view shows the adjust- 
able hook spanner 


The adjustable face spanner is 
stated to be a desirable and depend- 
able tool for service where center to 
center dimensions vary. 
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New “Grand Rapids” 
Vacuum Sweeper 


The Bissell Carpet Sweeper Com- 
pany, Grand Rapids, Mich., has just 
announced a new model vacuum 
sweeper—the “Grand Rapids.” This 
new sweeper is stated by the company 
to be a very practical and fully effi- 
cient machine at a popular price. This 
new “Grand Rapids” is guaranteed as 
to mechanical superiority and the 

















The upper view shows the “Grand Rapids” 

vacuum sweeper; the “Superba” vacuum 

sweeper is shown in the lower half of the 
cut ' 


company states that this new model 
will be to its vacuum cleaner line just 
what the “Grand Rapids” carpet 
sweeper is to that line. 

Coincide1t with the announcement 
of the new; “Grand Rapids” vacuum 
sweeper, the Bissell Company explains 
that its present suction machine which 
it has called simply Bissell’s vacuum 
sweeper, will hereafter have the name 
“Superba” incorporated into its title 
to better differentiate it from the com- 
pany’s other models. The company 
also states that with the “Grand 
Rapids” and “Superba” vacuum 
sweepers and carpet sweepers of the 
same names and parallel qualities, the 
Bissell Company can equip its dealers 
with a cleaning battery qualified to 
“meet all comers.” 


THE H. P. MAUGHLIN COMPANY, 
Columbus, Ohio, has been incorporated 
with a capital stock of $10,000, to 
manufacture builders’ hardware and 
building supplies. 
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No. 67 R-W Adjustable— 
Barn Door 





No. 66 
Barn Door 





Always Needed 





ON’T allow your 


stock to get low, warekeute 


every sliding door 
needs one or more 


R-W 
No. 68 R-W Adjustable | Barn and 
porters” Warehouse 


Door Stay 
Rollers 


Our line includes a de- 
sign to suit every pos- 
sible requirement. 


Why not make up an 
order for what you 
should have and send 
in by mail. 
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No. 53 R-W Handy— 
Barn Door 


Prompt Shipment 
Best Prices 


Richards Wilcox 
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No. 55 
R-W Lag Screw 
—Barn Door 
For Inside Doors 
Only 














No. 153— 
Warehouse 
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No. 57 R-W Lag Screw—Barn Door 
For Outside Doors Only 






Barn Door 


No. 54 R-W Favorite—Barn Door 
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“Quick-Set” Steel Drive 
Posts 


A new steel drive post named the 
“Quick-Set” has _ recently been 
placed upon the market by the Buf- 
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“Quick-Set” steel drive post, ground base 
type 


falo Steel Company, Tonawanda, N. 
Y. These posts are made in different 
types, some of them being manufac- 
tured with pointed bases and others 
with ground bar bases and anchor 
bases, etc. The post shown in the 
accompanying illustration is the 
ground bar base type. 

The “Quick-Set” steel drive posts 
are made of carbon steel which is 
tough and strong, and claimed to be 
elastic, frostproof and fireproof. The 
posts are driven into position with an 
ordinary maul or sledge and save 
the cost of digging holes and setting 
and planting posts. Also the use of 
these posts effects an economy in 
hauling and extra handling. They 
are convenient for fastening any kind 
of wire. 

The pointed base type is for driv- 
ing and is equally well suited for 
setting in concrete. The ground bar 
base is for driving and has a broad 


8-in. bearing on the soil. The com- 
pany especially recommends this 
style. 


The pointed base post is perforated 
on one face with holes 2 in. apart for 
fastening any kind of fence or wire. 
It is set 20 in. in the ground and 
holds its alignment. This post is reg- 
ularly made in two heights and two 
weights and comes in either a plain 
or painted finish. | 

A claim made for the ground bar 
base is that these posts are driven, 
which saves from 8 to 12 cents a post, 
on the cost of setting. The steel 


ground bar is sunk below the surface 
and makes the post stronger against 
side pressure. This post sets 20 in. 
in the ground. It is regularly made 
in two heights and two weights of 
angle steel, in either a plain or 
painted finish. 

The company’s anchor base posts 
are to be used in hollows and low 
places where the tension of the fence 
tends to pull the post up. The anchor 
base is fastened securely to the up- 
right and the foot measures 4% and 
4% in. The company states that only 
a few of these posts will be needed to 
set most fences. 


Harwi Annual Catalog 


The A. J. Harwi Hardware Com- 
pany, Atchison, Kan., has commenced 
the distribution of its 1916 annual 
catalog No. 63. This is a large, hand- 
some catalog bound in blue cloth, and 
stamped in red and white. It lists 
the company’s line of shelf and mis- 
cellaneous hardware, agricultural 
tools, saddlery goods, house furnish- 
ing hardware, metals, stoves, sporting 
goods, bicycles and automobile sup- 
plies. 


Burnet Catch Drip Strainer 


L. C. Burnet, 39 Park Avenue, 
Bloomfield, N. J., is the manufacturer 
of the new Burnet catch drip strainer, 
which was patented on July 20, 1914. 
This strainer is equipped with a drip 
pan and is used in the same manner 
as the old style strainer. 

It can be placed on the table with- 
out soiling the cloth and the strainer 
can be turned around on the pan by 
means of a rivet so that it may be 
used easily by either a left or right- 
handed person. 

The catch drip strainer can be easily 
cleaned by turning the strainer around 
in the pan. The company states that 
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The Burnet catch drip strainer 
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this strainer is substantially made, is 


. practical and durable, and that it is 


sanitary as well as handy. 


THE PEERLESS HANDCUFF COMPANY, 
47 Dwight Street, Springfield, Mass., 
states that the Peerless handcuffs 
have been adopted for use in the De- 
partment of Justice and the U. S. 
Indian Service, in addition to the 
Treasury Department, Secret Service 
Division, and the Bureau of Insular 
Affairs of Porto Rico. 


THE PEDRICK TooL & MACHINE 
COMPANY, 3640-42 North Lawrence 
Street, Philadelphia, Pa., on Sept. 1 
bought out the Sterling Machine 
Works, also of Philadelphia, and will 
manufacture the “Marathon” high 


speed grinders and also the “Ster- 
ling” brand. 
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New “Dumore” Sewing Ma- 
chine Motor 


The new “Dumore” sewing machine 
motor has recently been placed upon 
the market by the Wisconsin Electric 

















The new ‘“‘Dumore”’ sewing machine mo- 
tor—lower view shows new foot control 
Company, Racine, Wis. This motor 
operates any kind of a sewing ma- 
chine and can be used in any room in 
which there is an electric light socket. 

The motor consumes less than a 
cent’s worth of current an hour, and 
is under perfect control at all times, 
a slight pressure of the foot on the 
foot control makes the motor run fast 
or slow, as desired. 

No electrical or mechanical knowl- 
edge is required to attach the “Du- 
more” motor to a sewing machine or 
to operate it. The motor is merely 
placed under the hand wheel of the 
machine and the cord attached to the 
nearest electric light socket. 

The rheostat foot control of the 
“Dumore” sewing machine motor has 
a foot pedal so designed that it can 
be placed on the floor or on the 
treadle of the sewing machine in any 
position found to be most comfortable 
by the user. Only a slight pressure is 
required to vary the speed of the mo- 
tor. The “Dumore” sewing machine 
motor together with an attachment 
cord and the speed control device, 
sells for $13.50. 


New “Leonard-Cleanable”’ 
Catalog 


The Grand Rapids Refrigerator 
Company, Grand Rapids, Mich., has 
just published its new 1915 catalog 
featuring the “Leonard-Cleanable” 
refrigerator. This catalog is ex- 
tremely well printed and artistically 
illustrated. It shows the company’s 
line to good advantage. ' 
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Hardware 


Stores and 


Meat Markets 


Hardware stores and meat markets 
are never too far apart to have a com- 
mon interest in “Foster Bros. Brand” 
Butcher Tools. The meat man values 
good cutlery quite as highly as he does 
good customers; the former helps him 
to better serve the latter. 


You, as a hardware man, should see 
that your neighboring butchers are 
well supplied. They’ll thank you for 
the service. Perhaps you'll thank us 
too for this information. 


And by the way, how about the chef? 
He needs tools—cleavers, carving 
knives, meat saws. 


Also, remember that Thanksgiving 
brings a lively demand for carving 
knives among local housewives. The 
turkey will be carved right this year. 
Consequently large quantities of 
Foster Bros. Brand Tools will be sold. 
Will you share in the profits? 





JOHN CHATILLON & SONS 


(Scale Makers Since 1835) 


85-93 Cliff Street, New York City 


Sole Distributors of Foster Bros. & Chatillon 
Company Products 
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Whimble Ratchet Bit Brace 
No. 124 W 


A new whimble or double crank 
ratchet bit brace, known as No. 


124 W, has been placed upon the mar- - 

















Whimble or double crank ratchet bit 
brace No. 124W 


ket by the John S. Fray Company, 
Bridgeport, Conn. This brace is de- 
signed for heavy work, having the ad- 
vantage of the double sweep, with 
ratchet action, and it is fitted with the 
company’s “Dreadnaught” ball bear- 
ing chuck. 

The chuck, which is made of 
wrought and bar steel throughout, 
with all the wearing parts hardened, 
has a capacity for holding and driving 
from the smallest sized twist drill up 
to the 1%-in. round, straight or taper 
shank drills and bits, also any square 
taper shank bit up to and including 
No. 2 Clark expansive bits. 

The head and handle are made of 
cocobolo. All metal parts are full 
polished and nickel-plated, except the 
jaws and pawls, which are straw 
color. 


The “Sure Shut” Mouse Trap 


The Fort Dearborn Mfg. Company, 
Sterling, Ill., is marketing the “Sure 
Shut” mouse trap which fits any size 
of mason fruit jar. This trap is made 
of sanitary lacquered tin and has no 
springs in its construction. 

It is pointed out by the company 

















The “Sure Shut” mouse trap 


that the trap is self-setting and that 
it is therefore always set and that 
there is no limit to the number of 
mice it will catch. 

Another claim made for this trap 


is that the mice cannot positively 
escape from it. The accompanying 
illustration shows the trap placed 
over the mouth of a mason jar. A 
patent is pending upon this device. 


An Improved Electric 
Washer 


The Federal Sign System (Electric), 
Lake and Desplaines Streets, Chicago, 
Ill., has just brought out an improved 
electric washer. It is stated that for 
the past 5 years this company has 
been marketing an electric washer 
and that the improved type embodies 
all the principles of the old machine, 
with many refinements in material 
and finish. 

This improved Federal washer is of 
all-steel construction, compactly built, 
narrow enough to go through any 
average doorway and mounted on 
roller bearings, making it easy to be 
pushed about. 

The principle of the belt drive is 
continued in this improved Federal, an 
unusually heavy V-shaped belt being 
furnished. The oscillating motion of 
the Federal tub is also continued in 
this new model, which operates at a 

















Federal electric washer 


somewhat higher rate than the old 
type. The wringer also operates at a 


_ higher speed and is fully equipped 


with modern safety devices. 

It is stated that the feature of this 
machine is its compact mechanism, all 
parts of which, including the motor 
itself, are fully enclosed. The machine 
is white, being finished in Federal blue 
and trimmed attractively. 


Pflueger-Lewis Interchange- 
able Spinner 


The Enterprise Mfg. Company, 
Akron, Ohio, maker of the Pflueger- 
Lewis interchangeable spinner, is 
putting out, in connection with this 
spinner, an easel display card, a view 
of which may be seen in the accom- 
panying illustration. 
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,Each set contains two rustproof 
steel piano wire shafts, each with a 
“jack” to which the blade is secured, 
one hollow point double hook, ringed 
size 1-0; one hollow point California 
bass hook, ringed size 4-0, with a cop- 














For All Game Fish 
THE " PFLUEGER-LEW/IS * INTERCHANGEABLE SPINNER 


Se Gres? Killers aS Tents tour interrhengest® Came as hens 





PRICE PER SET $1.00. 









































New easel display card distributed by the 
Enterprise Mfg. Company 


per baiting wire attached; one Wyoga 
bass fly, Royal Coachman pattern on 
a hollow point sproat hook, ringed 
size 2-0; one hollow point treble hook, 
ringed size 1-0, feathered and six in- 
terchangeable spoon blades. It is a 
generally accepted fact that all game 
fish are notional. In some waters they 
will take a certain spoon and in other 
waters just across the way they will 
favor another. The seasons of the 
year, condition of the water, time of 
day and other causes will affect their 
tastes. With the Pflueger-Lewis in- 
terchangeable spinner set the company 
states that a fisherman is prepared to 
meet any and all conditions promptly 
and conveniently. 


Delta Silent Salesman 


The Delta Electric Company, 
Marion, Ind., has recently brought 
out a silent salesman or display rack 
for the Delta electric lanterns. This 
rack holds five lamps and lanterns. 
It is constructed of selected golden 
oak and has a hand-rubbed finish. 

Under each lantern is a description 
which is lithographed on steel. The 
entire rack is stated by the company 
to be very neat and attractive in ap- 
pearance and it can be used profit- 

















New Delta silent salesman 


ably by the dealer on his counter or 
in the show window. 

The company is offering a special 
assortment of lamps for $10, to- 
gether with this display case. 
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It meets the Ford own- 
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on centrated in one organi- without question the best 
ed zation, national in scope speedometer value ever of- 
k, and reputation. fered, backed by the strong- 
n- For these accessories est assurance of absolute 
we sell easily, stay sold satisfaction after sale — | ; 
2y and each sale leads Johns-Manville Service. ee 
or naturally to further Dealers — Don’t delay - JOnNS “Mann. 
ill purchases from the sending for our proposition Me eno 
“ same line. to the trade. Write today. | - 
v © 
: That is the reason back 
4 of the success of the COMPLETE $12 
Johns-Manville Acces- : fe 
Ly ‘ 
“ sory line. with all fittings * 
| 
r J-M Narco Tire-Cut Filler 
Combines in one M N 
~~ oe gaa of J- ON-BU be Pol 
the best cement, 
y cut-filler and mas- ae LINING 
it pes Se me iy 
igh-grade_ self- 
. vulcanizer. Secure in the 
. ial Confidence of 
: 4 HORN the Car Owner 
: e 
n Si; Model ‘*J”’ 
e ' ; The product of over 50 years’ 
y Remarkable warning effi- specialization on asbestos 


ciency. Tried and proven 
construction. Hand-oper- 
ated. First cost the only 


Makes _ ignition 
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Also heat and 
leak-proof. 
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materials. 
The brake lining which many years’ service in the in- 


oom. pean, <0 dustrial field has given a supreme test of fitness for motor 

-M (Mezger) car service. 
pall wget The brand that has so firmly intrenched itself in the 
motorist’s favor that he is “steel” to the temptation to try 


something else. 

The method of packing J-M Non-Burn in marked cartons 
containing cut sizes for all popular makes of cars is an 
innovation which has met with the hearty approval of the 
up-to-the-minute dealer. 

Write now for J-M’s proposition to hardware dealers. 


H. Ww. JOHNS - MANVILLE CO. 
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The Standard Signal Lamp 


The Standard Signal Lamp Com- 
pany, 1 Sanford Building, Bridgeport, 
Conn., is marketing the Standard sig- 
nal lamp for automobiles. This lamp 
consists of a neat semi-cylindrical 
lamp divided into three compartments, 
each containing a small tungsten elec- 
tric bulb. Each compartment can be 
controlled independently of the others 
or in combination. 

The first compartment is in red and 
contains the word “Left,” meaning a 
turn in that direction. The second 
compartment is in black and contains 
the word “Stop,” which means a stop 
is to be made. The third compart- 
ment is in green and contains the 
word “Right,” meaning a turn in that 
direction. 

Another feature of the Standard 
lamp is the three different colored 
compartments, which enable a driver 
of a car following to distinguish by 
the color in which direction the other 
car is going to turn. Simplicity is 
one of the claims made for this sig- 
nal, as “left, “stop” and “right” are 
operated by one convenient lever. 

The company is also manufacturing 
a Standard three-in-one signal lamp, 
model No. 2. This is a signal lamp, 
tail lamp and license bracket com- 
bined. The compartments are each 
of a different color and Ediswan sock- 
ets and tungsten bulbs are used ex- 
clusively. Another feature of the 
three-in-one Standard is the lighting 
of the license number through a clear 

















The Standard signal lamp 


glass at the bottom of the tail lamp. 
The regular model 1 sells for $10 and 
the model 2 is priced at $12. 


Challenge Cutlery Corpora- 
tion’s New Catalog 


The Challenge Cutlery Corporation, 
Bridgeport, Conn., with Wiebusch & 
Hilger, Ltd., 106-110 Lafayette 
Street, New York, as sole selling 
agents, has just issued a new illus- 
trated catalog and price list of pocket 
cutlery. It contains a large line of 
pocket knives with mountings of gen- 
uine and imitation stag, wood, metal 
and bone handles, together with ap- 
proximately forty patterns of pearl 
handled penknives all shown full size. 

On one page is reproduced the vari- 
ous shapes of knife blades with their 
right names, which will be helpful to 
many in the trade. Among them are 
spear, saber or bevel, clip, sheep foot, 
razor, speying, saber clip or coping, 
pruning, cotton sampling, Wharn- 
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cliffe, budding, awl or leather punch, 
pen blade, file blade, screw driver and 
cap lifter and can opener blades. 


New Root-Heath Catalog 
No. 18 


The Root-Heath Mfg. Company, 
Plymouth, Ohio, has just published its 
new catalog, No. 18, featuring the 
company’s line of cobbler outfits, shoe 
lasts and stands, corn shellers, grist 
mills and hardware specialities. The 
company states that all of its lasts 
and stands, shoe hammers, riveting 
machines, corn shellers, etc., are fin- 
ished in baked enamel, producing an 
exceptionally good finish. The new 
catalog is both attractively illustrated 
and printed, and contains 96 pages. 


No. 301A “Diamond” Screw 
Plate 


The S. W. Card Mfg. Company, 
Mansfield, Mass., has recently brought 
out the No. 301A “Diamond” screw 
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No. 301A “Diamond” screw plate 


plate, which is stated to be an excep- 
tionally complete automobile repair 
serew plate. It is three screw plates 
in one, containing a good assortment 
of machine screw, U. S. standard or 
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V-standard and S. A. E. standard 

sizes. It is complete in one case. 
This assortment is priced at $24, 

complete, packed in a hardwood case. 


Cowl Windshield for Ford 
Cars 


The Vanguard Mfg. Company, De- 
troit, Mich., is marketing a cowl 
windshield for Ford cars, which is 
illustrated here. This cowl shield is 
designed for the 1913-1914 model and 
early 1915 model Ford cars, which 
were equipped with the regular zig- 
zag windshield equipment. 

This windshield is made in two 
sizes, one 42 in. wide, for the 1913 
model T Ford, and one 40 in. wide, 
for the 1914 model, as well as all 
1915 Fords, which were equipped with 
the zig-zag windshield. 

The upper half of the windshield 
can be adjusted to any position and 
locks automatically. The lower half 
opens inward, more or less, as may 
be desired. A rubber weather strip, 
attached to the bottom rail of the 
shield makes the lower half wind and 
rainproof. 

The cowl and metal parts of the 
shield are finely finished in black 
enamel and nickel trimmed. The 
shield is equipped with the best pol- 
ished plate glass, held by metal clips, 
providing a clear view. The attach- 
ing brackets and clips are adjustable, 
and anyone can attach the new equip- 
ment in a few minutes. This cowl 

















Cowl windshield for Ford cars, made by 
the - Vanguard iho. cones Detroit, 
ch. 


windshield for Fords is priced at $15, 
and can be used for either a touring 
car or roadster model. 


New Lalance & Grosjean 
Catalog 


The Lalance & Grosjean Mfg. Com- 
pany, 299 Broadway, New York City, 
has recently published a new catalog 
of enameled steel wares. This cata- 
log is printed in blue ink and it is 
well illustrated and arranged. The 
quality of paper used is good and 
the booklet is bound with a gray cart- 
ridge paper cover, which is printed 
in blue. A number of illustrations 
are shown, and at the back of the 
catalog is an index for ready refer- 
ence. The booklet contains 153 pages. 


THE BIRMINGHAM STOVE & RANGE 
COMPANY, Birmingham, Ala., has 
purchased ground and begun the erec- 
tion of a building to replace the struc- 
ture destroyed by fire some time ago. 
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How about it? 
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better? 


Have you looked 
into Penn-Shef- 
field? 


Have you really? 





Every Penn-Sheffield Blade 


is a blade that shaves 


Not one in three, but every one. ig 
Is this true of any other blade you know of? Ph 
Sign coupon for further information. ysis 
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Improved “C-C” Shock 
Absorber 


The Cox Brass Mfg. Company, al- 
bany, N. Y., offers an improved form 
of the “C-C” shock absorber. Besides 
the regular guarantee against me- 
chanical defects, it is guaranteed to 
be absolutely noiseless and “rattle- 
less.” 

The head and cylinder are made in 
one. All the bearings have a machine 
fit, both the piston and the slide 
staples that take up the motion of the 
car. In addition these bearings are 
fitted with fiber to make them noise- 
less. These slide bearings have been 
increased in length to 5% in. so there 
is a long bearing surface. 

A special feature is the piston that, 
combined with the long slide bearings, 
makes it positively impossible, the 
company states, to have any lost 
motion or rattle. This piston works 
smoothly in the body. The two parts 
are machined accurately to size. The 
size of the piston is 2 in. by % in, in- 
suring increased bearing surface. 

This shock absorber is made for 
spring widths of 1%, 2, 2% and 2% 
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The improved “C-C” shock absorber 


in. with the various sizes of shackle 
bolts. 

The triple helical springs of the 
“C-C” shock absorbers are retained un- 
changed and a larger bearing surface 
afforded for their support. The ex- 
treme bottom of the case is open to 
allow making the proper adjustment 
of the springs for the car weight it 
will carry. The shackle bolts by which 
it is attached are specially milled and 
drilled so that the grease cups with 
which they are furnished supply 
proper lubrication to the spring con- 
nections. 

As shown in the illustration the new 
“C-C” is simple, substantial and good 
looking. 


W. H. STANDART has retired from 
the Standart-Simmons Hardware 
Company, 39-49 South Erie Street, 
Toledo, Ohio. The name of the firm 


has been changed to the Simmons 
Hardware Company. 
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The Exhaust Heated vulcanizer in operating position 


The Exhaust Heated 
Vuleanizer 


The Exhaust Heated Vulcanizer 
Company, 2414 Union Avenue, Al- 
toona, Pa., has recently placed upon 
the market the Exhaust Heated vul- 
canizer which is stated to be simple 
and efficient. This vulcanizer_ re- 
quires no gasoline or alcohol and rests 
on the exhaust pipe, the heat from 
the motor doing the work. 

The vulcanizer can be used in the 
wind and it gives forth no flame. It 
takes up little room and is always 
ready for use. The vulcanizer has a 
thermometer to show the temperature 
and is made in three sizes to fit all 
exhaust manifolds, the sizes being as 
follows: 1% in., 2 in, and 2% in. 

These vulcanizers are priced at $3 
complete and it is stated by the com- 
pany that 6 to 8 min. will effect a 
cure on almost any tube stock on the 
market. 


The King Crank Holder 


The King Specialty Mfg. Company, 
207 Washington Street, Brookline, 
Mass., is manufacturing the King 
crank holder. This device is known 
as the No. 1 crank holder and it is 
intended for Ford cars up to the 1915 
model. 




















The King crank holder. 


The King crank holder consists of a 
long tempered spiral spring extending 
from one lamp bracket to the other, 
with a rubber covering at the point 


of contact with the crank handle. 


These crank holders are priced at 
$1.25 each. 


“Flexlevers” for Ford Cars 


The L. P. Halladay Company, 
Streator, Ill., is manufacturing the 
“Flexlevers” for Ford cars. ‘ It is 
stated that these can be attached in 
30 min. without removing the wheels. 



































Front and rear models of the ““Flexlevers” 


These “Flexlevers” are a system of 
flexible’ levers which make the Ford 
car ride exceptionally easy. It is 
stated that they practically prevent 
all vibration and overcome the dis- 
agreeable rebound and jolts, etc. 

No special machining is required to 
attach these to the Ford car and a 
complete set can be attached quickly 
and easily. There are no wearing 
parts to get out of order and it is also 
stated that no lubrication is necessary. 
“Flexlevers” are guaranteed against 
wear or defects of any nature for the 
tife of the car and will be replaced 
free of charge, and any broken parts 
will be replaced free of charge, includ- 
ing springs, at any time. 

The “Flexlevers” are priced, in front 
or rear models at $6 per pair, a set of 
four retailing for $10. 


THE AURORA STEEL PRODUCTS COM- 
PANY, Aurora, Ill., has been incor- 
porated with a capital stock of $4,500, 
to manufacture and deal in all kinds 
of sheet metal, cast iron and steel. 
The incorporators are Axel Nelson, 
D. R. Furnas, A. R. Carlson and P. R. 
Sparks. 
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Tie Your Business to Our 


Two Million Ads a Week 


The motoring public knows.that Champion Spark x tage furnish the most 
dependable aid to ignition. 


And we remind them of this fact over and over again in the Saturday Even- 


ing Post, Collier's, Literary Digest, Country Gentleman, Christian Herald and 


a long list of national, farm and trade papers. 


A year 'round average of 2,000,000 Champion advertisements each week— 
think of it. 


When you stock 








“TOLEDO MADE FOR THE WHOLE WORLD'S TRADE. 


° 





you put your business in a position to get the benefit of this advertising—to get 
all the spark plug profits in your territory. 


full profit. You never have to mark down 


the price to get them off your shelves. 


We spend more money for advertising 
than all other spark plug makers combined. 

This is only in keeping with the greater 
quality and greater sales of Champion plugs 
—the only plugs that always give you the 


Leading jobbers and dealers everywhere 
have lined up for Champion Spark Plugs. 


The Champion Guarantee 


Complete satisfaction to the user—free repair, replacement or money back 


-Champion Spark Plug Company, 1718 Upton Ave., Toledo, Ohio 
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The Hartford Auto Jack 


The Hartford Suspension Company, 
Jersey City, N. J., is manufacturing 
the Hartford auto jack, in which it is 
c'aimed that convenience and ease of 
operation are coupled with a construc- 
tion and materials of exceptional qual- 
ity. The jack is stated to have great 
power and to be easy in manipulation 
even under the heaviest loads; this is 
claimed to be due to the gear com- 
bination employed. 

The manipulation of the handle 
operates by means of a ratchet, a 
pinion meshing with a large gear, the 
movement of the latter being directly 
communicated to a pinion engaging 
the rack on the moving upright. The 
entire mechanism is wholly inclosed 




















The Hartford auto jack 


in metal casings highly finished in 
black enamel. The bearings through- 
out are of generous size, carefully 
fitted and freely lubricated by grease 
held within the casing. A trip is pro- 
vided by means of which the action of 
the ratchet is reversed, so that the 
load can be either lifted or lowered 
by the same movement of the handle. 

Each Hartford auto jack comes 
packed in a convenient bag of stout 
canvas protecting its finish from in- 
jury in the tool box. The jacks are 
thoroughly tested at the factory and 
are guaranteed to be perfect. 


The “Frunt-Seet” Automo- 
bile Robe 


The Automobile Apparel Company, 
Port Chester, N. Y., is manufactur- 
ing a “Frunt-Seet” automobile robe. 
The company states that these robes 
are made to fasten on the dash board 
at the bottom of the windshield and 
to the sides of the car, with a special 
flap to fit around the steering wheel 
post. | 

The robe rests firm and flush across 
the frame of the car, lapping over all 
sides and reaching from the dash 
board to the chests of the passengers, 
thereby keeping the cold air out of 
the engine, making motoring warm 
and comfortable. 

These robes will not hamper the 
driver in the least in operating the 
car, the company states, and they are 
easily and quickly attached or de- 
tached and can also be used as or- 
dinary robes if desired. 

In the universal sizes these robes 
are made in three patterns, Nos. 1, 
2 and 3. No. 1 fits all automobiles, 
including a new model of Ford cars 
and is made of plush, either black or 





green, with a heavy cloth lining re- 
versible to fit right- or left-hand drive 
cars. This model is priced at $6.50. 

















The “Frunt-Seet” automobile robe in use 


No. 2 model is made of rubber and is 
heavy cloth lined. This model sells 
for $5. No. 3 model is rubber and 
lined with khaki cloth and priced at 
$4.50. 

In Ford car sizes, robes are made 
in three models, Nos. 4, 5 and 6. No. 
4 is made to fit the 1914-13 and older 
model cars. It is made in black or 
green plush and is heavily cloth 
lined. This model sells for $5. No. 
5 is made with rubber top and is 
heavily cloth lined, and sells for $4.25. 
No. 6 is made with a rubber top, is 
khaki cloth lined, and retails for 
$3.75. When ordering these robes, 
the customer should mention the type 
of car, etc., to insure prompt service 
and the right style of robe for the 
car. 


‘‘Naber’s” Shock Preventers 


The Otis & Moe Mfg. Company of 
Chicago is now marketing “Naber’s” 
shock preventers for Ford cars. 

These shock preventers are con- 
structed on an original idea, and are 
stated to be different from anything 
now on the market. 

They prevent shocks, consequently 
there are none to absorb, and they 
also save the tires. They are made 
of specially prepared and tempered 
steel, are neat in appearance, and do 


not disfigure the machine in any way. 


They are attached without boring 
any holes or changing the springs in 
any way, as they are clamped on with 
eight bolts for the set of four springs. 

















“Naber’s” shock preventers in use 


it is the peculiar construction of the 
springs in this preventer that pre- 
vents violent reaction in the springs 
of the car. 

Heretofore the only drawback to 
country driving has been the many 
jars from rough roads on account of 
the car being so light in weight. 
Naber’s shock preventers overcome 
this difficulty. They retail for $10 
for the full set of four springs. 


THE AMERICAN BOLT COMPANY, 
INC., Birmingham, Ala., has increased 
its capital stock from $150,000 to 
$200,000. The additional capital is to 
be used in developing and improving 
the plant. 
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“Hercules” Automobile Tow- 
ing Line 


The A. Leschen & Sons Rope Com- 
pany, 916-920 North First Street, St. 
Louis, Mo., is marketing the “Her- 
cules” automobile towing line, which 
is made for the purpose of providing 


- a line for towing that has maximum 


strength and at the same time oc- 
cupies minimum space in a machine. 

The “Hercules” line consists of 25 
ft. of 5 1/6 in. “Hercules” red strand 
wire rope to each end of which is 
fastened a galvanized shackle, and 
two endless %-in. diameter Manila 
rope loops. 

The company states that the “Her- 
cules” wire rope put into these lines 

















The “Hercules” wire rope automobile 
towing line 


is exceptionally tough and strong 
and that the rope has great flexibility, 
permitting it to be easily and com- 
pactly coiled and allowing it to be 
readily wrapped around a tire when 
extra traction is desired. It can also 
bind up a damaged tire in an emer- 
gency. 

The shackles with which this tow- 
ing line is fitted provide a positive 
fastening, and it is claimed that there 
is no possibility of their becoming de- 
tached when the line gets slack. 
They have a screw pin and can easily 
and readily be fastened and unfast- 
ened. 


These shackles are made of drop 
forged steel and owing to this and the 
fact that the strain on them is dis- 
tributed over two sides, they afford 
the necessary strength in the mini- 
mum size and weight. They are gal- 
vanized and can easily be kept bright 
and clean. The Manila loops are for 
placing around the front and rear 
axles, thus providing a means for the 
shackles to make the necessary fast- 
ening to the machine. Each line is 
furnished in a neat canvas bag, which 
makes it very convenient for han- 
dling. These towing lines sell for 
$3.75 each. 


THE CINCINNATI SCREW COMPANY, 
Twightwee (Cincinnati suburb), Ohio, 
manufacturer of machine screw prod- 
ucts, has been incorporated with a 
capital stock of $100,000. The direc- 
tors and officers are C. H. M. Atkins, 
B. H. Kroger, H. C. Otterbein, B. B. 
Quillen, J. H. Mehle and Leo J. Van 
Lahr. 
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1,000,000 Bicycles 
for 1916 








BUT WE MUST PULL TOGETHER 


Every boy and girl in 
America is a live prospect 
for a bicycle. 


But these prospects have 
been sadly neglected. Dealers 
and manufacturers must 
awake to the tremendous 
possibilities before us. 


The automobile and the 
— have taken only 
a small part of the former 
big demand for bicycles. 


There is, and always will 
be, a big market for the bi- 
cycle. The bicycle is not 
dead. It simply needs new 
blood — new ginger — new 
enthusiasm. 


Talk bicycles. Believe in 
them. Sell them. Talk to par- 
ents. Talk to pedestrians. Talk 
to the children. Every boy 
and girl wants one. Every 
boy and girl should have one. 


(jOODYYEAR 


And they will—if you pro- 
mote the sale. 


Bicycles are better made 
today than ever in their 
history. 

Roads are better. Tires are 
better. There are no handi- 
caps today as there were 
years ago. 


There are a thousand win- 
ning arguments if you will 
only use them. Modern sell- 
ing methods demand greater 
selling pressure. 


What we must use is pres- 
sure. There is a waiting 
market. Now let’s get to- 
wore and put the bicycle 
ack where it belongs. Write 


us today for the Goodyear 
plan for increasing bicycle sales. 


1,000,000 bicycles for 1916. 
Address Bicycle Tire Dept. 


The Goodyear Tire & Rubber Co. 
Akron, Ohio 
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NOTES OF THE RETAIL HARDWARE TRADE 


LEDUC, ALBERTA.—B. F. Morris has been succeeded by 
B. F. Morris & Co. . 


SPRUCE GROVE, ALBERTA.—Albert Bison & Baker 
have started in business. 


WINNIPEG, MANITOBA.—E. G. Flook has been suc- 
ceeded by the Weston Hardware Company. 


WINNIPEG, MANITOBA.—The Fort Rouge Hardware 
Company has opened a hardware store. 


FORT WILLIAMS, QUEBEC.—Hollenberg Brothers have 
disposed of their stock to P. Galinet. 


LANIGAN, SASKATCHEWAN.—Moritz & Clement have 
bought the hardware stock of Roycroft & McGregor. 


LESTOCK, SASKATCHEWAN.—A hardware business has 
been established by George H. Powells & Co. 


MORSE, SASKATCHEWAN.—T. Nainsmith has sold his 
business to J. Ogden. 


OXFORD, ALA.—W. C. Mangham, who has been connected 
with the Burton Hardware Company for some years, has 
started in business under the name of the Mangham-Privett 
Hardware Company, carrying a stock of automobile acces- 
sories, baseball goods, bicycles, buggy whips, builders’ hard- 
ware, children’s vehicles, churns, cutlery, dog collars, elec- 
trical household specialties, fishing tackle, galvanized and tin 
sheets, hammocks and tents, harness, heating stoves, heavy 
hardware, iron beds, kitchen housefurnishings, lubricating 
oils, oil cloth, paints, oils, varnishes and glass, poultry sup- 
plies, prepared roofing, pumps, ranges and cook stoves, shelf 
hardware and sporting goods. Catalogs requested on automo- 
bile accessories. 


GLENWOOD, ARK.—The new brick building erected by 
J. E. Alford will be completed about Dec. 1, and will be occu- 
pied as a hardware and furniture store. 


WINSTED, CONN.—tThe hardware store conducted by the 
George H, Alford Estate has been sold to Henry I. Bronson, 
who has been managing the business since 1910. He has 
also purchased the building in which the business is located. 
There will be no change in the firm name. 


BURLEY, IDAHO.—The Wolf Hardware Company is suc- 
cessor to the Probstel Hardware Company. 


GRIGGSVILLE, ILL.—Stone Brothers are purchasers of 
the stock of hardware and furniture formerly owned by Mr. 


Bowman. The stock has been increased by a line of automo- 
bile accessories, baseball goods, tinware, etc. R. I. Ogle is 
manager. 


HILLSDALE, ILL.—C. Misfeldt has recently purchased 
the Hudson & Wilson implement and hardware stock. 


KENT, ILL.—J. F. Keister & Son have enlarged their hard- 
ware store, doubling its capacity. 


MOUNT VERNON, ILL.—Benoist Brothers have bought 
the stock of the Mount Vernon Hardware Company. The 
store is being painted, and the stock is being rearranged and 
increased, 


ANDERSON, IND.—The By-Lo Store will commence busi- 
ness at 1114 Meridian Street, and deal in automobile acces- 
sories, bathroom fixtures, builders’ hardware, heavy hardware, 
cutlery, crockery and glassware, etc. Catalogs requested on 
fireless cookers. 


MARKLE, IND.—R. E. Fox has disposed of his implement 
and hardware stock to Edward Saurer, who requests catalogs 
on automobile accessories, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, dairy supplies, dog collars, fishing tackle, galvan- 
ized and tin sheets, gasoline engines, heating stoves, heavy 
heavy hardware, mechanics’ tools, oil 
varnishes and oe. prepared roofing, 

shelf hardware and washing 


farm implements, 
cloth, paints, oils, 
poultry supplies, silverware, 
machines. 


PERU, IND.—Russell H. and Clifford E. Jones have ac- 
quired the interest of Abraham Shilling in the Jones Hard- 
ware Company, located at 56-58 South Broadway. No change 
will be made in the firm name. 


SHERIDAN, IND.—The J. H. Campbell hardware and 
se stock has been sold to Loyd A. Waitt, who requests 
catalogs. 


VALPARAISO, IND.—The Maxwell Implement Company 
has purchased the stock of W. J. Henry, and it will add to its 
present line of implements, machinery and harness. 


DEFIANCE, IOWA.—The Booth Implement Company has 
been sold. C. J. Hennes is the purchaser. Catalogs requested. 


FONDA, IOWA.—The Adams Hardware Company has been 
taken over by the Fonda Hardware Company. Catalogs 
requested on automobile accessories, bathroom fixtures, belt- 
ine and packing. bicycles, buggy whips, builders’ hardware, 
building paper, churns, cream separators, cutlery, dairy sup- 
plies, dog collars, dynamite, electrical household specialties, 
fishing tackle, furnaces, galvanized and tin sheets, gasoline 
engines, harness, heating stoves, heavy hardware, iron beds, 
kitchen housefurnishings, lubricating oils, mechanics’ tools, oil 
cloth, paints, oils, varnishes and glass, plumbing department, 
prepared roofing, pumps, ranges and cook stoves, refriger- 
ators, shelf hardware, silverware, sporting goods and tin shop. 


GRUVER, IOWA.—C. R. Henry has purchased th ‘a 
ware business of C. Higinbotham. His nite will pl ag 
the following, on which catalogs are requested: Automobile 


accessories, buggy whips, building paper, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, electrical household specialties, fishing tackle, fur- 
naces, galvanized and tin sheets, gasoline engines, harness, 
heating stoves, heavy hardware, kitchen cabinets, linoleum 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, plumbing department, poultry supplies, pumps, ranges 
and cook stoves, refrigerators, sewing machines, shelf hard- 
ware, silverware, sporting goods, tin shop, toys and games 
and washing machines. 


MONONA, IOWA.—George H. Cunningham has purchased 
the half interest of his partner Frank Licht, and is now sole 
owner of the business. He carries a stock of belting and 
packing, dairy supplies, cutlery, furnaces, mechanics’ tools, 
paints, oils, varnishes and glass, washing machines, galvan- 
ized and tin sheets, etc., to which has been added a line of ° 
cream separators and gasoline engines. 


POMEROY, IOWA.—tThe stock of bathroom fixtures, belt- 
ing and packing, builders’ hardware, dynamite, fishing tackle, 
mechanics’ tools, oil cloth, washing machines, heavy hard- 
ware, galvanized and tin sheets, lubricating oils, etc., owned 
by J. J. McCulloch, has been sold to Breiholz & Behrens, who 
have consolidated it with their own. 


ARLINGTON, KAN.—tThe C. & R. Hardware Company has 
opened a store, dealing in baseball goods, bathroom fixtures, 
belting and packing, bicycles, buggy whips, builders’ hard- 
ware, building paper, children’s vehicles, churns, cream sep- 
arators, crockery and glassware, cutlery, dairy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, furniture department, galvanized and tin 
sheets, gasoline engines, hammocks and tents, harness, heat- 
ing stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, lime and 
cement, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, poul- 
try supplies, prepared roofing, pumps, ranges and cook stoves, 
refrigerators, sewing machines, shelf hardware, silverware, 
sporting goods, tin shop, toys and games, wagons and buggies 
and washing machines, on which catalogs are requested. 


KANSAS CITY, KAN.—A. R. Story has purchased the two- 
story building at 813 Osage Avenue, which he will remode) 
and stock with a line of bathroom fixtures, buggy whips, 
builders’ hardware, building paper, crockery and glassware, 
cutlery, dog collars, electrical household specialties, furnaces, 
galvanized and tin sheets, hammocks and tents, heating 
stoves, linoleum, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, shelf hardware, 
tin shop and washing machines. 


PAOLA, KAN.—The Henson hardware store has been sold 
to W. R. Buck and Ralph A. Schmitt, who will continue the 
business under the title of the Buck-Schmitt Hardware Com- 
pany. The new firm has made considerable improvements in 
the store and added a new revolving nail bin. 


HAZEL, KY.—W. F. White & Son have re-engaged in the 
hardware and furniture business. Their stock consists of 
buggy whips, builders’ hardware, crockery and glassware, 
cutlery, fishing tackle, furniture department, heating stoves, 
heavy hardware, iron beds, kitchen cabinets, kitchen house- 
furnishings, lime and cement, ranges and cook stoves, sewing 
machines, shelf hardware and silverware. Catalogs requested. 


RUSSELL, KY.—P. B. Hyden, manager of the Russell 
Hardware Company, has sold his half interest in the firm. 
He will engage in business about Nov. 15 under his own 
name, carrying a general line of hardware, on which he 
requests catalogs. 


CLINTON, MASS.—N. L. Howe has completed plans for the 
erection of a three-story building adjoining his present store. 
The structure will have a frontage of 28 ft. on Water Street. 


WHITMAN, MASS.—The hardware business that has been 
conducted for a number of years by F. N. Abare, at 585 
Washington Street, has been sold to Walter R. Dickinson, 
who will take possession. His stock includes the following 
lines, on which catalogs are requested: Belting and packing, 
buggy =. builders’ hardware, building paper, cutlery, 
dairy supplies, dog collars, electrical household specialties, 
hammocks and tents, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, lime and cement, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poultry 
supplies, prepared roofing, pumps, shelf hardware, sporting 
goods, and toys and games, 


BAD AXE, MICH.—A. E. Steadman requests catalogs on 
buggies, harness and blankets. 


BAY PORT, MICH.—The Wallace & Morley Company has 
succeeded to the business of the Wallace & Orr Company. 


BELDING, MICH.—Charles A. Ireland of Ionia, and former 
vice-president of the T. Frank Ireland Company, has been 
made secretary, treasurer and general manager of the com- 
pany, to succeed Frederick F. Ireland. 


CHIPPEWA LAKE, MICH.—Kenneth Bovay has opened 
a hardware store, and will deal in automobile accessories, 
baseball goods, belting, buggy whips, building paper, churns, 
cream separators, crockery and glassware, cutlery, dairy sup- 
plies, dynamite, fishing tackle, heating stoves, heavy farm 
implements, heavy hardware, kitchen housefurnishings, lino- 
leum, lubricating oils, oil cloth, paints, oils, varnishes and 
glass, prepared roofing, pumps, ranges and cook stoves, sew- 
ing machines, shelf hardware, sporting goods, toys and games 
and washing machines. 


LAKE LINDEN, MICH.—The Pearce Hardware & Furni- 
ture Company has completed plans for the erection of a two- 
story addition to its building on Calumet Street. The addi- 
tion will be 40 by 80 ft., brick, and will give a frontage of 
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Other Products 


Thermite, Anti-Freeze 
Carbonox, Carbon Remover 
Skalex, Radiator Cleaner 
Brass-Kote, Air Drying Enamel 
Never-Burn, Engine Enamel 
Never Rust, Rim Paint 
Tire-Lac, a Paint for Tires 





Lining Dye 
Upholstering Dressing 
Mohair Dressing 


Norwesco 
Brands 


Top Dressing 
Pioneer) Clutch and Brake Compound 
Brands } Prussian Blue 

Rim and Gasket Shellac 
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SE-MENT-OL offers 
to dealers big sales at 
a good profit. 


It offers to their customers im- 
munity from leaky radiators. 


We co-operate with all concerned 
by making a good article and 
advertising it. 


The Northwestern Chemical Co. 


MARIETTA, O. 
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96 ft. A department will be devoted exclusively to furniture. 
The company requests catalogs on store fronts and fixtures. 


FLINT, MICH.—Sharp Brothers of Milford, Ind., have 
purchased the implement and hardware business of A. Brabbs 
& Co., and will operate it as a branch of their Milford busi- 
ness under the name of the Sharp Hardware & Implement 
Campany, at 717-719 South Saginaw Street. New show cases, 
shelving and other fixtures will be installed, on which catalogs 
are requested. 


LAPEER, MICH.—Laughlin & Lamond have bought the 
S. T. Gray hardware stock. The store will be remodeled, a 
modern store front and entrance put in, and a complete line 
of hardware carried. : 

NASHVILLE, MICH.—E. L. Cole of Bellevue has acquired 
the hardware stock of S. A. Gott, and taken possession. 


PETOSKEY, MICH.—Plans are being made for extensive 
improvements at the Northern hardware store, including a 
new store front extending across the entire building, and 
many changes in the arrangement of the interior of the 
store. Davids & Murphy are the proprietors. The business 
is both a wholesale and retail one in the following lines, on 
which the owners request catalogs: Baseball goods, bathroom 
fixtures, belting and packing, bicycles bugey whips, builders 
hardware, building paper, churns, cutlery, airy supplies, dog 
collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heating stoves, heavy farm im- 
plements, heavy hardware, home barbers’ supplies, kitchen 
cabinets, kitchen housefurnishings, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
sporting goods, tin shop and washing machines. 


RHODES, MICH.—The hardware building of George A. 
Hause is nearing completion, and will shortly open for busi- 
ness with a new stock of general hardware and farm imple- 
ments. 


TRENTON, MICH.—The addition to the floor space of 
Grant H. Otis will be stocked with a complete line of stoves. 


AMBOY, MINN.—Schwieder Brothers are successors to H. 
F. Day, who conducts both a hardware and implement busi- 
ness. 


GLENVILLE, MINN.—Jay Bartlett has disposed of his 
hardware stock and building to W. M. Young. 


GROVE CITY, MINN.—Alfred Knick requests catalogs on 
automobile accessories, belting and packing, bicycles, galvan- 
ized and tin sheets, oline engines, heavy farm implements, 
lubricating oils, mechanics’ tools, paints, oils, varnishes and 
glass, pumps, sporting goods, tin shop and wagons and 
buggies. 


HAYWARD, MINN.—The hardware store of Frydenlund 
Brothers has been sold to A. B. Gulbrandson. Mr. Gulbrand- 
son established the store some years ago, and after operating 
it for several years, it was taken over by Rolf Gulbrandson, 
who later disposed of it to Frydenlund Brothers. The stock 
will be greatly enlarged, the store remodeled, and a complete 
line of furniture and automobiles added. Catalogs requested 
on general hardware, implements and furniture. 


LITCHFIELD, MINN.—The Nelson Implement Company 
will erect a two-story brick building and basement, 60 by 
105 ft. It is expected to be ready for occupancy about Jan. 1. 


PARK RAPIDS, MINN.—George Wilkins, of the implement 

firm of Wilkins Brothers, has sold his interest to his brother, 

A aca continue the business under the name of C. W. 
ilkins. 


ELME MO.—Agee and Atteberry are erecting a new 
building. en completed they will put in a complete stock 
of automobile accessories, bathroom fixtures, builders’ hard- 
ware, building paper, churns, cutlery, galvanized and tin 
sheets, gasoline engines, heating stoves, heavy hardware, 
paints, oils, varnishes and glass, prepared roofing, pumps, 
ranges and cook stoves, shelf hardware, silverware and wash- 
ing machines. 


OZARK, MO.—John H. Gardner’s interest in the Ozark 
Se -+ 2 and Hardware Company has been acquired by B. L. 
Wa e. 


STURGEON, MO.—G. A. Laxton & Son have succeeded to 
the implement and vehicle business of J. S. & L. L. Ritchie. 


SUMATRA, MONT.—Imhoff, Carlen & Co., have started in 
a dealing in a line of hardware and general mer- 
chandise. 


COLUMBUS, NEB.—The hardware stock of the Rothleitner 
Hardware Company, comprising belting and packing, chil- 
dren’s vehicles, builders’ hardware, dairy supplies, cutlery, 
dog collars, fishing tackle, kitchen housefurnishings, lubri- 
eating oils, mechanics’ tools, oil cloth, poultry supplies, 
refrigerators, tin shop, washing machines, etc., has been. pur- 
chased by the Micek Hardware Company. 


GERMANTOWN, NEB.—The Home Lumber Company is 
purchaser of the Charles Koch hardware business, and 
requests catalogs on builders’ hardware, building paper, 
churns, cutlery, dairy supplies, electrical household specialties, 
fishing tackle, galvanized and tin sheets, heating stoves, lime 
and cement, linoleum, mechanics’ tools, paints, oils, varnishes 
and glass, prepared roofing, ranges and cook stoves, shelf 
hardware, silverware, sporting goods and washing machines. 


NORFOLK, NEB.—McGinnis & Co. have recently engaged 
in business. Their stock comprises baseball goods, bicycles, 
builders’ hardware, churns, crockery and glassware, cutlery, 
dog collars, fishing tackle, furnaces, galvanized and tin sheets, 
harness, heating stoves, heavy hardware, lubricating oils, 
paints, oils, varnishes and glass, ranges and cook stoves, 
refrigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 


WAKEFIELD, NEB.—A. E. Childs has purchased the 
Meyer & Hennington implement stock. Catalogs requested. 
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BROOKFIELD, N. Y.—J. H. Vidler & Son of South Edmes- 
ton have bought the hardware business of M. T. Hibbard. 
They will déal in a general line of hardware on which cata- 
logs are requested. 


SHIELDS, N. D.—George S. Roberts has added a line of 
farm machinery to his regular stock. 


DEFIANCE, OHIO.—W. A. Kehnast, engaged in the hard- 
ware business for forty-five years, has retired, and disposed 
of his interest in the Kehnast Hardware Company to Scott 
pe hay of Chaseburg, Wis., who will assume management 
of the store. 


KENTON, OHIO.—G. L. Stiefel of Galion, who lately pur- 
chased the Humphreys & Rea hardware store, will continue 
the business under the name of the Standard Hardware Com- 
pany. He requests catalogs pertaining to hardware, farm 
implements, wagons, fences, oil, paint, etc. 


CLINTON, OKLA.—The White & Smith Hardware Com- 
pany is erecting a new gees which when completed will 
house a stock of hardware and implements. It is expected 
to be ready for occupancy by Jan. 1, 1916. 


FORT COBB, OKLA.—C. C. Grimmett, will, on or about 
Dec. 1, move his stock of hardware and implements to a 
building which has a frontage of 50 ft. and over 7000 sq. ft. 
of floor space. The additional space has been made neces- 
sary by the large increase in business. He carries a complete 
stock of automobile accessories, buggy whips, builders’ hard- 
ware, building paper, churns, cream separators, crockery and 

lassware, cutlery, dairy supplies, dog collars, fishing tackle, 
urniture department, gasoline engines, harness, heating 
stoves, heavy farm implements, heavy hardware, lubricating 
oils, mechanics’ tools, paints, oils, varnishes and glass, poul- 
try supplies, pumps, ranges and cook stoves, shelf hardware, 
silverware, wagons and buggies, and washing machines. 


FORGAN, OKLA.—Harry D. Truax will erect a building, 
which, when completed, will house a complete stock of hard- 
ware. Catalogs requested on bathroom fixtures, bicycles, 
builders’ hardware, churns, cream separators, cutlery, dairy 
supplies, dog collars, dynamite, electrical household special- 
ties, fishing tackle, furnaces, furniture department, galvanized 
and tin sheets, gasoline engines, hammocks and tents, harness, 
heating stoves, heavy farm implements, heavy hardware, iron 
beds, kitchen cabinets, kitchen housefurnishings, linoleum, 
lubricating oils, mechanics’ tools, plumbing department, 
pumps, ranges and cook stoves, refrigerators, sewing ma- 
chines, shelf hardware, silverware, sporting goods, tin shop, 
wagons and buggies and washing machines. 


CORRY, PA.—E. E. Guignon, whose business has been 
established for fifty-two years, has started extensive im- 
provements in his hardware store at 41 North Center Street. 
A new plate glass front will be put in, the interior of the 
store redecorated, and an electric lighting system installed. 
The show windows will be 6 ft. deep, affording ample room 
for attractive displays. 


MOUNT CARMEL, PA.—The Sanner Hardware @empany, 
Inc., whose general office is at Shamokin, has started the 
erection of its new building, which will be four stories high, 
25 by 150 ft. The business is both a wholesale and retail 
one in automobile accessories, baseball goods, bathroom fix- 
tures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
hammocks and tents, harness, heavy farm implements, heavy 
hardware, home barbers’ supplies, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, 
prepared roofing, pumps, refrigerators, shelf hardware, silver- 
ware, sporting goods, toys and games and washing machines. 


EAST PROVIDENCE, R. I.—Frederick B. Halliday has 
acquired the interest of Frank C. Halliday, and succeeded to 
the business of Halliday Brothers, which was established 
in 1870 by the late David S. Roy, and in 1892 taken over by 
Halliday Brothers. 


ARTESIAN, S. D.—F. E. Henton has bought the stock of 
the Hater Company, comprising automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
buggy whips, builders’ hardware, children’s vehicles, churns, 
cutlery, dairy supplies, dog collars, fishing tackle, furnaces, 
galvanized and tin sheets, heating stoves, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 
department, poultry supplies, ranges and cook stoves, re- 
frigerators, shelf hardware, silverware, sporting goods, tin 
shop and washing machines. 


LOGAN, W. VA.—The Mountain State Hardware Company, 
conducting both a wholesale and retail business, requests 
catalogs on automobile accessories, baseball goods, bathroom 
fixtures, belting and packing, bicycles, buggy whips, builders’ 
hardware, building paper, children’s vehicles, churns, cream 
separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, dynamite, electrical household specialties, fishing 
tackle, galvanized and tin sheets, hammocks and tents, har- 
ness, heating stoves, heavy farm implements, heavy hardware, 
home barbers’ supplies, iron beds, kitchen cabinets, kitchen 
housefurnishings, lime and cement, linoleum, lubricating oils, 
mechanics’ tools, oil cloth, paints, oils, varnishes and glass, 
plumbing department, poultry supplies, prepared roofing, 
pumps, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, tin shop, toys and games, wagons 
and buggies and washing machines. 


RICHWOOD, W. VA.—Sagraves & Richardson have 
awarded a contract for a building of brick construction, 32 
by 110 ft., with concrete basement, etc. The business is 
both wholesale and retail in the following : Baseball 
goods, bathroom fixtures, bicycles, buggy builders’ 
hardware, building paper, children’s vehicles, crock- 
ery and glassware. cutlery, fishing tackle, tools, 
oil cloth, paints, oils. varnishes and glass, cabinets, 
lubricating oils, shelf hardware, etc. They recently 
increased their stock with a line of cream separators, buggies, 
wagons and pianos. Catalogs requested. 
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RIDDLE Cakes may be baked on 
this griddle without grease—no 
odor or smoke. This is made possible 
by the extreme thickness—and it is 
stamped, not cast or spun. Steel bail 
stands upright or lays flat. 





N extra heavy fry pan, stamped 

from the sheet, with double lips 
and heavy tinned steel handle, securely 
fastened to the body with extra large 
head rivets. 





HIS new fry pan is also stamped 

from extra thick, pure sheet alumi- 
num. An important feature is the 
ebonoid, no-heat handle, which is 
securely welded to the body of the fry 
pan—no solder or crevices to collect 
dirt. 





LUMINUM roasters are very popu- 

lar. This illustrates our small size 

double roaster, which is stamped from 

heavy, pure sheet aluminum. Very 
sightly and substantial. 





OR the medium sized family, this 

improved concave-top double 
roaster is ideal. Stamped from heavy 
metal and has adjustable ventilating 
openings in top of cover. 2 sizes. 





HIS is our large size oval roaster 

which has proven so popular with 

the trade. Also stamped from heavy 

sheet aluminum. Heavy steel handles 
are securely riveted on to the body. 


Get our catalog showing our 
complete line. 


ALUMINUM SALES & MFG. CO., Inc. 


Capitol Ave. at Walnut St., 483-5 Broadway 
INDIANAPOLIS, IND. NEW YORK CITY 
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SLIP-ON RAINCOATS 


THE ONLY COAT OF ITS KIND MADE IN THE UNITED STATES 


A COAT EVERY TRAVELING MAN WILL WANT 
YOU CAN SUPPLY THIS DEMAND 
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Made of Fine Grade Pure Silk, Black Color, treated with a Guaranteed Water-proofing Compound which 
Will Positively Shed Water and Give Extreme Long Life. 


CAN BE CARRIED IN COAT POCKET OR CORNER OF GRIP . 
BECAUSE OF THEIR COMPACTNESS AND LIGHT WEIGHT EVERY TRAVELING MAN WILL WANT ONE. 
LIBERAL DISCOUNT TO DEALERS—SEND FOR SAMPLE 


SHAPLE IGH HARDWARE CO. 


ESTABLISHED 1843 


ST. LOUIS, U. S. A. 
“DIAMOND EDGE IS_A QUALITY PLEDGE" 























































15 


] 


| 











| fla —s 


TWO DOLLARS A YEAR 
TEN CENTS THE COPY 


NOVEMBER 18TH, 1915 
VOLUME 96: NUMBER 21 
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Bound to Bound Still Higher in Popular Favor 


The Pennsylvania Rubber Company announce for the season of 1916 the most 
resilient Tennis Balls ever made— 


and Made Championship 
and ‘‘Paruco’’ Practice TENNIS BALLS 


These balls long have been the choice of tennis experts 
who demand true flight, precise weight balance, correct 
bound, uniformity, and durability that will hold to perfect 
condition in the maximurh number of hard, fast sets. 


That we have succeeded, through the scientific applica- 
tion of new manufacturing methods, in giving these al- 
ready predominant balls even greater resiliency means 
for the dealer a bigger, better, broader demand than-ever 
before, with a consequent increase in profits. 





Our 1916 selling proposition is new and 
attractive. WRITE US FOR IT. Early 
orders for definite spring delivery will give 
you assured advantage. 








Pennsylvania Rubber Company, Jeannette, Pa. 
Direct factory branches and service agencies throughout the United States and Canada 


Table of Contents, Page 45 Index to Advertisers, Page 95 
Situation and Help Wanted and Business Opportunities, Pages 120 and 121 
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Ralph DePalma 


“I always feel safe when racing on Nassau Tires.” 
° “Nassau Tires are 
D ario Resta really remarkable.” 


‘Nassau Tires—The World’s 
Bob Burman . Greatest Tires.” 


Ed. V. Rickenbacher jfivetiervdden on.” 





These men won high-speed long- 


distance races on Nassau Tires. 
Nassau Tires represent a service of durability and 
safety to men who risk their lives in professional 


racing as well as to those who just like undis- 
turbed joy from a pleasure car. 


Nassau Wires 


All-Mighty Tough” 








When a car owner puts on Nassau Tires he is not 
experimenting. The endurance of Nassau Tires 


il 


tel 


A\ 


coast to coast. Nassau Tires fix any car owner’s 
Tire policy—when he needs a new Tire he gets a 
Nassau. 


- 


—and the Dealer who sells Nassau Tires doesn’t 
need to worry about repeat orders. When his custom- 
ers need more Tires, they will come to him — and 
they will ask for Nassau Tires because they want 
Nassau service and dependability. | 





TRENTON, N. J. 
BRANCHES: New York Chicago Pittsburgh Indianapolis 
Phiedeiphte St. Louis Detroit San Francisco Boston 4 
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HERE | 


Young America is responding with great enthusiasm to our vigorous 


National Advertising Campaign. They are bombarding us with a 
multitude of inquiries for our great Free Book and are requesting 


Structo Dealers’ Names. 


IT IS UP TO YOU 
To “Hook Up’”’ with this Ready Made interest NOW before it is too 





late. 


QUICK ACTION 
MEANS BIG PROFITS 


WRITE AT ONCE FOR OUR SPECIAL PROPOSITION 
TO HARDWARE DEALERS, 





EXCLUSIVE FEATURES Powerful 

Die-Cast Gears Electric 

Key-Seated Shafting Motors 

Double Angle Plates Free 

Disk Plates in 

Flexible Shaft Couplings Outfits 

Largest Number of aa=> Retailing at 
$5 and Over 


Interchangeable Parts 


STRUCTO MANUFACTURING CO. 


FREEPORT, ILL. : 
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‘NICHOLSON 


TRADE 
























MARK 


SWISS PATTERN FILES 



















All The Good Attributes 
Of Swiss Files Plus 


American Uniformity 


It is a revelation to use Nicholson “ X—F” Files on work 
where careful expert filing is required. 








Every file of each respective kind is of uniform shape and 
cut, quality and temper of steel, and this rule holds true 
no matter how many you may unpack. 











For years discriminating file users have been taught, by 
experience, that Nicholson Files stand for the best there 
is in file manufacture. 










Nicholson “X—F” Files give the user who wants files 
for high grade work a guarantee of satisfaction. No delay 
in filling orders, 6000 varieties of shapes, sizes and cuts 
always in stock. 







Write for complete Catalog and a copy of “File Filosophy.” 
You'll like this book; it’s full of valuable information 
which you can put to practical advantage. 


Nicholson File Co. 


PROVIDENCE, R. |. U.S. A. 
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The Women 
Want Them, Too 


To be sure, Coes Knife Wrenches 
are built for man-size jobs. ‘Their 
30% surplus strength appeals with 
special force to the men in the trades, 
to machinists, engineers, automobile 
owners, and so on. 


But as house-tools they are extra 
popular. Women want them too. 
Who knows when a boiler-union may 
need sudden tightening to check a 
sudden leak? Who knows when 
any one of a hundred likely things 
may happen around the house when 
hubby is away? 


Coes Knife Handle Wrench has a 
one-piece backbone of steel and the 
handle has the right “hang.” Jtisa 
dependable wrench. 


You will find all Coes Wrenches 
ready sellers and willing profit 
earners. Your jobber will supply 
them. » When will you see him? 


Coes Wrench Co. 


Worcester, Mass. 





J.C. McCarty & Co. 
| 29 Murray St., New York 


J.H. Graham & Co. 
113 Chambers St., New York 
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The Banner of Merit 


Showing 3 


THE OFFICIAL AWARD RIBBON 
OF THE MEDAL OF HONOR 


Awarded | 


TRIMO TOOLS 


at the Panama-Pacific International Exposition 
Honor Awarded Means Merit Rewarded 




















Send for Catalogue No. 133 
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How Carey 
Increased His 
Tool Sales. No. 3 


“We Must one Well in Touch 
With the Tool Room Business 


It seems almost unnecessary to mention the importance of tool room 
orders from machine shops. From the shops come the orders for 
verniers, micrometer sets, gauges and so forth—the big orders 
that are so profitable. On looking into the matter, however, it 
doesn’t seem that we are getting our share. The Dover Machine 
Company for instance. I know they use a: lot: of tools,. yet: we seem 
to be getting but few orders from them. } 





The matter should be followed up properly. Keep in touch with the man who 
does the purchasing at each plant—call up occasionally and find out if he needs 
anything. Another point—I wonder if Wright mentions the matter of tools for 
the tool rooms and inspection department when he calls. I don’t want him to con- 
fine himself wholly to general supplies when he is right on the ground where 
profitable tool orders can be secured. Speak to him about it and have him take his 
catalog along with him on his calls. Have him get after this matter actively. 


Also be sure that the men in the shops are supplied with Brown & Sharpe No. 
26 catalogs. When you send them write a good strong letter emphasizing the 

fact that our stock of Brown & Sharpe tools is complete and that we are in a 
position to make prompt and satisfactory deliveries.” 


Next issue— Preparing the Organization to Handle the Line More Intelligently 


BROWN & SHARPE MANUFACTURING COMPANY 
PROVIDENCE, R. I., U.S. A. 
A full line of our tools is carried at our Chicago Store, 626-630 Washington Boulevard, Chicagc, Illinois 
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\ Tho Mark That Guarantoos 
The Mark That Helps In The 5 














Of Course You Can Sell B& S 
Wrenches Without This Silent Salesman 


They'd sell anyway to anybody 
who has any one of his five 
senses. But the fact remains that 
withthis handsome display stand 
you can sell more, and as a re- 
sult make more turnovers, and 
bigger profits each season. It 
stands 12 inches high and 16 
inches wide and has a bright, 
clean polished, enameled face. 
It has room for seven wrenches 
of different sizes and patterns, 
giving you an opportunity to 
display a good range. 

























Let us send you our circular de- 
scribing our wrenches and our 
advertising, and telling 
you how you can get 
this Display Stand free. 
W rite. 
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Put In This Line 


You Can Guarantee It 


If the customer to whom you have 
sold a Union Caliper Co. product 
should bring a tool back and complain 
because it did not work right, you can 
fix him up in a minute and send him 
away pleased. He gets a new tool if 
the one he brings back did not do the 
work for which it was intended. 

We furnish the highest possible 
quality of goods at reasonable prices. 
Every tool is guaranteed. It is pos- 
sible for us to do this, because we use 
extreme care in every detail during 
the process of manufacture. 

The Union line should be on your 
shelves. Ask us what we are able to 
do for you. It will interest you. Re- 
member that we guarantee our prod- 
uct to both the dealer and the user. 


Union Caliper Co. 


Orange, : Mass. 
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LUZON 
PURE MANILA ROPE 














THE ROPE: 


Of quality, 
With a Reputation unexcelled. 





If it’s dependable Rope you want, buy 


LUZON PURE MANILA 


backed by the reputation of 


The Geo. Worthington Co. 


HARDWARE 
ESTABLISHED 1829 | CLEVELAND 
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Cyclops Nail Puller 


Retails for $1.00 





‘Look at the Eagle Beak Jaws” 


A FEW SELLING POINTS: 
No springs to break. 


Manufactured by 


Will not turn in the hand. : 
Unobstructed view of nail. Union Hardware Company 
Jaws hardened and tempered. 
Jaws grip beneath nail head. ‘ 
Oblique delivery of ram blows. Torrington, Conn., U.S. A. 
Handle prevents bruised hands. 

New York Office: 99 Chambers Street 


Will not roll off inclined surfaces. 
Length 18 in. Weight 4% lbs. ea. 
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“UNIVERSAL’’ 
Metallic Bedstead Casters 


HE first metallic bedstead casters were introduced 

i some twenty years ago by us. To-day 80% of all 

metallic bedstead manufacturers use the “‘Univer- 
sal’’ Caster exclusively. 

This condition is an indication of how well “Universal” 
Bed Casters and Leg Mounts meet the needs of the great 
bed manufacturers of the world. 

The first requisite of a bed caster is to fit the tube 
exactly. In this the “Universal” is perfected to a hair’s 
breadth. There is a “Universal” Bed Caster to fit every 
size tubing, in steel, iron, steel lined brass, or brass— 
and either square or round. 

“Universal” Metallic Bed Casters are ball bearing, also 
non-ball bearing, with a variety of wheels to select from. 

Your selling field is unlimited. The illustrations show 
some of the classes of bedsteads that can be fitted. 


CATALOG No. 1o5sHA SHOWS THE COMPLETE LINE 
OF “UNIVERSAL” CASTERS. WRITE FOR A COPY. 
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Universal 
Caster & Foundry Co 


General Offices and Factory: 


574 Ferry Street, Newark, N. J. 
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Hardware Dealers, Attention! 


We want to introduce you ttc THE VANOPHONE, the 
greatest.value in the musical world. A phonograph that 
plays 10 or | 2-inch records with a sweetness of tone and 
volume unsurpassed by any machine regardless of price, 
and the cost of a Vanophone is only $12.00, a most 
remarkable value. 





THE VANOPHONE IS | 
A MILLIONAIRE’S MACHINE 
AT A WORKINGMAN’S PRICE 


We have a proposition to submit to you that is right and your store 
is the logical place to display and sell this remarkable player. 


The Vanophone is a beautifully finished, finely performing creation, 
free, positively so, from metallic or barrel sounds, provided with a 
smooth running silent motor. 


The Vanophone is truly 


THE MUSIC MASTER FOR THE MASTERS 
and only $12.00 


Get lined up for the Holiday trade on this splendid money maker. 
Every machine sold under a positive money-back guarantee. We 
offer you complete sales co-operation. The Vanophone is a real 
winner. Complete descriptive matter and proposition by return mail. 


THE GARFORD MFG. CO. 


100 Olive Street ELYRIA, OHIO. 
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The cream of the 
cream separator 
trade goes to the 


De Laval Agents 





165 Broadway 29 E. Madison Street 101 Drumm Street 1016 Western Avenue 
NEW YORK CHICAGO SAN FRANCISCO SEATTLE 





¢ 4 
: THE DE LAVAL SEPARATOR CO. 
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Covering the Nation in a 
Coast to Coast Campaign 


F are now spreading a heavy blanket of 
publicity over every section of the 
United States. 

We have carefully chosen twelve 
magazines of national circulations, 
magazines which hold the interest .of 
your customers, as we hope our advertisements will. 

We are telling consumers everywhere how and why 

. “Pompeiian Bronze” Screen Cloth is of superior texture 
and weave. We are dwelling on its salient features of 
strength and wearability. 

Finally, we are sending all prospects to dealers who 
can show the “Red String in the Selvage.”’ Can you? 

' You will do well to follow the line of least resistance 
and let us co-operate ina local way. Mosquitoes, Flies 
and Profits is the name of a booklet that tells the story. 
Write for a copy—TODAY. 
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Screen Clot 











Clinton Wire Cloth Co. 


Clinton Mass. 
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‘‘Its a Pleasure 


to Handle 
Wickwire Wire 


Products” 












‘T’ve been handling their goods for over 30 years 
now, and the Wickwire people are as fine a crowd to 
do business with you as you’d ever want to meet. 
You’re sure of getting a square deal from them every 
time. 


“And when it comes to the quality of the goods, 
you can’t beat Wickwire quality, and in my private 
opinion you can’t equal it. You can stand behind it 
all the time. They control every step in the manu- 
facturing process. They have their own ore mines, 
blast furnaces, Open Hearth Steel plant, rod mill, 
weaving, netting, galvanizing and painting plants. 
Nothing second-grade ever leaves their place. 


Yes, sir,.1f you want to give your customers value 
received you couldn’t do better than handle the Wick- 
wire line. Ask your jobbers for prices. 








Wickwire Brothers, Inc. 
Cortland, - New York 
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TRADE MARK REGISTERED. 





SCREEN CLOTH 








WIRE 


Heavy Zinc Coated 


AFTER WEAVING 


—14 Mesh—16 Mesh—13 Mesh Extra Heavy 


12 Mesh 
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For many years OPAL has 
been the standard by which 


all others are judged. 
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Cloth Co. 





New York Wire 


233 BROADWAY, NEW YORK 


WORKS—YORK, PA. 
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People who live in the country and smaller towns have long been 
envious of their city neighbors, on account of the conveniences they 
enjoy. The most coveted is a handy and plentiful water supply, 
which was an impossibility before the advent of MYERS HYDRO- 
PNEUMATIC PUMPS. Now the villager, the suburbanite, and the 
farmer can have a bathroom, toilet and running water in the kitchen 
and laundry—water at the turn of a faucet, wherever and whenever 
wanted. From such water facilities as these, much comfort and satis- 
faction are derived. The dealer who educates his customers to these 
modern methods of domestic water supply will find that he has 
created for himself a new and highly remunerative field. 


MYERS HYDRO-PNEUMATIC PUMPS made in many styles 
and sizes for operation by hand, windmill, gasoline engine, motor or 
other power, have extended the city water mains to every threshold. 
These are the pumps that pump air and water at the same time through 
a single discharge pipe into a pressure tank. This compresses the air 
in the tank, which acts as the power to force the water to any point 
desired. Anyone, regardless of where they live, can now have water, 
plenty of it, pumped from their own well or cistern and forced all 
through the house and surrounding buildings. A Myers Hydro- 
Pneumatic Pump will do all this, and yet the cost is so low that it is 
easily within the reach of all. 




















An equipment of this kind can be placed in the basement or at some 
convenient point out of the frost zone. It is easy to install; with a nominal 
upkeep afterwards and the water service is excellent. Considering 
the satisfaction of having modern water facilities and the ease and 
low cost with which they can be obtained, no one can afford to carry 
water by bucket full in all kinds of weather from sonie outside 
source. 








Write to us for a copy of our new HP! 5 Hydro-Pneumatic Pump 
and Cylinder Catalog, as illustrated in this advertisement. It’s just 
off the press. It will open your eyes to new and almost unlimited 
possibilities of additional business and profit. 


OTHER MYERS PRODUCTS INCLUDE PUMPS FOR EVERY PURPOSE. 
HAY UNLOADING TOOLS, STAYON AND TUBULAR DOOR HANGERS, 
HAY -RACK BRACKETS, ETC. 


F. E. MYERS & BRO. 


ASHLAND, OHIO. 


ASHLAND PUMP AND HAY TOOL WORKS 
Milwaukee, Cedar Rapids, St. Louis, Harrisburg, Albany. 
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Waukegan-Cyclone Fence and Gates 


Command the 
Trade on 
Superior Quality 


Dealers who handle Wauke- 
gan-Cyclone Fence and Gates 
‘always hold the upper hand in 
the trade, because Cyclone goods 





Cyclone “National” Farm Gate is the low-priced, ‘‘common sense’ farm , ; : ms 
eS a nerd will ~~ on my = a ne as. ne - — never fail ‘ meet the wegen 
earbon tubular steel with center-bar support, heavy wire fabric that is chicken tight from ; S 
top to bottom. Adjustable truss rod prevents sagging. Fittings for any style post. This tions whic imsure service an 
is our ‘‘big drive’’ in farm gates. We build them by thousands and they sell by thousands. durabilitv. 


We call your attention to the following special points of superior 
quality which have made -Waukegan-Cyclone Fence and Gates the 
leaders and recognized standards throughout the world: 


Built of Full Gauge No. 9 wire, 











Even picket tops, two top cables, 





1 } 1 1 } 1 : heavily galvanized. uniform spacing, deeply crimped 
fe Every foot guaranteed to be full picket wires, extra sharp bottom 
PRR RY 4 i uN Gude sme a age a crimp, triple reverse twist in weav- 
mene. esigns; high-class work- ing which makes fabric extra firm. 
The fence and gates you handle must have these qualities if you 

want satisfied customers and build up a permanent trade. 








In making out your order for fencing specify that the pickets . 
: must be Full No. 9 Gauge—not No. 9%, or No. 10, or No. 10%; 
- im and insist upon the other essentials, including full weight and 
ee ve measurements. 








ot “Universal” Walk 
ate—Every home owner in your town . : . : 
can toe can et ea ie ee, Let us send you free of charge a reliable wire gauge, pocket size, 
heavy high-carbon tubular steel frame, so that you can measure the wire in all the goods you buy, and make 
> chiecin beanies anteliaa Gale te sure that it conforms to the representations made by the manufac- 
— fittings for any turer. You really need this gauge as a protection to yourself and 
your customers. | 

We guarantee every foot of fenc- 
; y 
ing and every gate we sell to come 
up to our specifications and claims 
in every respect. 


We want to help you extend 
-your business. Send us a list of the 
people in your neighborhood who 
ought to have Waukegan-Cyclone 
Fence and Gates. We will circular- 
ize them without cost to you and 
direct them to your store. 


Write for our Free Dealer Helps, 
including Window Displays, Moving 
Picture Slide Folder, etc., etc. 


Illustrated Catalog and prices to 
dealers sent on request; and do not 





Cyclone Double or Single Drive Gate—Combines strength and beauty. 


Frames of heavy high-grade tubular steel, with center-bar support. Fabric closely forget to send for the free pocket 
woven. Supplied with fittings so that one half of gate is held firm while other half may P g 
be used as walk gate. Built in various sizes. wire gauge. 
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Cyclone Fence Co., Waukegan, Ill. 
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EVERETT STATION 


Chicago Warehouse and Office: 519 W. Twelfth Street. 








Our Thanksgiving 


As Kyanize Dealers we're thankful for many things. 


We havea Kyanize Exclusive Agency. One dealer to a terri- 
tory. Ihe varnish trade—The profits. 


We're selling the best varnish it is possible to make— the best 
white enamel—and we're selling at the right price. 


We have a factory behind us and with us 365 days of 
the year. 


A factory that does more, sells more, helps the dealer more 
than any organization we ever heard of. 


Our varnish business grows bigger all the time—our profits 
grow bigger. 


We're glad. We're fortunate—that we handle 


anize 


We are certain that any dealer anywhere will find greater 
profit, patronage and prosperity in handling Kyanize. 





If there is no agent in his territory he should get in touch 
with the Boston Varnish Company. 


Kyanize is a valuable asset to any dealer. It means quality, 
repeat orders, business building. 


It means a “money back for the empty can” guarantee. 
It means a national advertising campaign behind every dealer. 
It means co-operation, success, the line that sells and stays sold. 


If you're not a Kyanize Agent, why not? Write today for the 
“Dealers’ Mint of Selling Hints.’ Then you will see why 
it pays to handle the Kyanize line. 


BOSTON VARNISH COMPANY 
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BOSTON, U. S. A. 


San Francisco Warehouse and Office: 311 California Street 
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188 YEARS YOUNG 


HARLES CARROLL was told, directly after 
signing the Declaration of Independence, that 
though others might come to grief for that 

day’s doings, he might go free because there were so 
many other Charles Carrolls in Maryland. He at 
once added the words “of Carrollton” to his signature. 


The picture shows Doughoregan Manor, his home, built by his 
grandfather in 1717. This finely preserved old mansion is pro- 
tected by weather-defying paint made of 


Dutch Boy White Lead 


and pure linseed oil. 


It is not mere accident that Doughoregan Manor and other 
places of historical interest are kept young by Dutch Boy White 
Lead. This superior paint material was selected for the same 
reason that insures its continued use on thousands of buildings 
of all sizes and descriptions throughout the country: It is unsur- 
passed in wearing and preserving qualities. 


Painters, owners, architects and building managers unite in 
putting their stamp of approval upon paint made of Dutch Boy 
White Lead. Dealers who cater to this vast,army of “Dutch 
Boy” users and specifiers are enjoying easier sales, more of them, 
and bigger profits. 


NATIONAL LEAD COMPANY 


Manufacturers also of Dutch Boy Red Lead-in-Oil 
and Dutch Boy Linseed Oil. 


New York Boston Buffalo Chicago 
Cincinnati Cleveland St. Louis San Francisco 


Philadelphia (John T. Lewis & Bros. Company) 
Pittsburgh (National Lead & Oil Company) 
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Get the Bulk of 
1916 Hay Carrier 
Sales with 


Harvester 


Get in Line for Big Business in Hay Carriers 
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Hay Carriers UY 


No. 493 Reversible Fork Hay Carrier 




















































Dealers, get the business with our up-to-date Har- 
vesters, either Sling or Fork style. 


Look at the handsome, powerful, oversize No. 493 
Harvester Hay Carrier shown in this ad! 


Harvesters offer more durability and exclusive 
features of great practical worth. 


Our advanced construction is in strong demand 
everywhere. 


Our Co-operative Selling Plan for 1916 


means bigger profits—send for it. 


Let us show you how we work with you to develop 
the most prospects and make the most out of every 
prospect. 


Write for Plan, Prices and Proposition To-day. 





THE TALK OF 
THE TRADE 


Best grade malleable 
iron fully reinforced. 


Improved double grap- 
ple gravity lock. 


Wheelbase 1516. Dis- 
tributes load on track. 
Steel axle 7 in. 

Gray iron sheaves. 

Full roller-bearings. 
Latest design fork pul- 
ley. 

Special design trip 
block. 


Sheaves designed for 
rope or cable draft. 


Aluminum finish. 





HUNT, HELM, FERRIS & CO. 


102 HUNT STREET 





HARVARD, ILLINOIS 
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ESTABLISHED | INCORPORATED 
1849 1880 





WITTE HARDWARE CO. 
TRADE 
MARK 


ST.LOUIS, U.S.A. 







































WITTE’S “IXL” EDGE TOOLS 


ARE FULLY WARRANTED 


In addition to our full line of “IX‘*L”’ Goods of 


Every Description we carry in stock all the 


WELL KNOWN MANUFACTURERS’ BRANDS 





Mail Orders Given Prompt and Careful Attention 


WITTE HARDWARE CO. 


SAINT LOUIS, U. S. A. 
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A Christmas Present 
~ Worth Having 





Useful presents for Christmas 
will be more in demand than 
ever this year. 


A gitt of aSTANLEY HAMMER 
similar to the one illustrated above 
would delight every man and boy who 


has the slightest interest in tools. 


This hammer is made of a special 
steel, carefully forged, hardened and 
tempered. The Head is full nickeled 


—highly finished. The Handle is of 
selected, second growth hickory—ma- 
hoganized. 


Every hammer is fully warranted. 
Other styles from which to choose. 


Packed one each in an attractive 
Christmas box. 


Send for special proposition. 


STANLEY RuLe & LEvet Co. 


New Britain. Conn. U.S.A 














Order Clerk Registering Terror 


The Steel Roofing Situation 
Grows More Exciting 


Really, our problem now, is not to 
get orders but to fill them. 


Yet we feel that we must continue to 
preach the gospel of the ” 


PAINTED STEEL ROOF 


made from heavy INLAND Sheets 


And, of course, this applies equally to In- 
land Steel SIDING and other FORMED sheets. 


We are doin3, our level best to keep up to 
our orders—runnin}, our steel makin?, depart- 
ments continuously, night and day and puttin? 
into force every known method for securin3, 
maximum production of high prade steel. 


So, if we ask you to wait somewhat longe. 
than you want to, please do not blame us, but 
rather chide yourself for having, delayed your 
purchase a month or so too lon}. 


But, at that, it is better to Bet onto the 
Inland waiting, list early than to delay still 
further and be all the deeper buried. 


Our entire independence of any and all 
outside sources of supply will enable us tc 
serve you more promptly than would be 
possible with any Sheet Steel mill that must 
buy its Steel from others. 


Write us frankly. Our reply will be 
prompt and equally frank. 


INLAND STEEL COMPANY 


First National Bank Bidg., Chicago 
Works- Indiana Harbor, Ind. and Chicago Heights, IIL 
Branch Offices- ST.LOUIS -ST.PAUL- MILWAUKEE- DENVER-DALLAS- 
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ios Your Rinne pry OY, 
Sales—Stock Up with St 
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_ Carborundum Razor Strops 


hey are cut from genuine horsebide, ‘soft, 
smooth, pliable — : 
into the corrugated sharpening side i is s rolled the finest , 
OF Carborundum powder—the strops sharpen and | 
finish — bring the dull razor to an edge Sap, 

in a twinkling. 
The hardware of the strops is re novel, — 
practical. @Carborundum -Strops appeal to | 
every shaver and Pe! will open the way. 
to profits for you. a 


"WRITE ABOUT FREE DISPLAY CASE AND - 
| RACK OFFER | 
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Sell Them 
by the Set 


It isn’t hard. Every mechanic needs the 
entire set in his work, and it resolves itself 
to a question of selling him once or seven- 
teen times. Bring out the value of the case, 
its use in keeping the bits in order and 
near at hand, preventing loss, etc. Try it. 

Forstner Bits are the only bits that are 

-not dependent on a center or a level to 
_guide them. They cut from the outer rim. 
The entire surface is at work all the time; 
no jagged ends; every part of the work is 
smooth and polished. They bore their way 
through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished 
surface. 

Let us send you catalogues. Order 

through your jobber or direct. 


THE PROGRESSIVE MANUFACTURING CO. 


TORRINGTON, CONN., U. S. A. 
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Sets of 9, 11, 17 bits are fur- 
nished in compact cases for 
the convenience of the user. 
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Heavy Coated Terne 
Roofing Plates 


Whitaker, Re-dipped, bi Ibs. Coating 


Margaret 

Sarah ~ 40 es 

Jessie om 30 2 aa 
Louise sé 30 eé é 
Nelson 25 - ~ 
Alice ee 25 eé éé 
Helen €é 20 e<é sé 
Mary ‘6 20 sé sé 
Nina 15 Pe in 


These Brands are Standard. They are sold from 
Maine to Texas, from Key West to Spokane, and 
are known wherever Roofing Plates are used. 


es OPEN HEARTH BASE—which means a 
soft, ductile Sheet. 


=> RESOUARED—on four sides. 


ee GUARANTEED COATING—the amount 
of Coating each Brand carries is 
stamped plainly on every Plate. 


Six weights of coating (Ten Brands) from 47 lbs. to 15 lbs. per case of 112, 20 x 28-in. sheets. 


These specifications assure honestly made, workable plates—a sufficient range of coating, finish and price 
to suit any class of work and to fit any pocketbook. 


Stocks at Wheeling and at Six Warehouses—no delay in filling orders. 


WHEELING CORRUGATING COMPANY. WarELiNe W.VA 


Makers of Terne Roofing Plates—Coke Plates—Long Terne Sheets 


BRANCH OFFICES AND STORES: 
NEW YORK ' CHICAGO PHILADELPHIA 
ST. LOUIS KANSAS CITY CHATTANOOGA 


Also Sales Offices at 


Detroit, Mich. Minneapolis, Minn. Richmond, Va. 





Portsmouth, O. 





Dallas, Tex. 
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At the Sign of the 
Winged Greyhound 


The sign-boards hanging over the inn-doors 
along the old coaching routes of England were 
often decorated with paintings of creatures either 
created by the artist’s imagination or mythology. 


These sign-boards, the Boar’s Head, the Unicorn, the Golden 
Stag, the Red Lion, and many another are well known in legend 
and history. 








TRADE MARK. 


From these signs the inns derived their names and this is one 
phase and an interesting one in the development of the trade- 


ml mark. 


Ui | | In those days an inn was remembered by the sign it displayed, 
MM and its growth and reputation was closely linked with the painting 


fil Hn on the sign-board. 


Along the busy streets of America today, a store is judged 
al lt not so much by the signs it displays, as by the goods it sells. But 
: the advertising of the fact that a store sells good saws will never 

do it any harm. 


It certainly won't hurt your reputation to link your name with 
the Sign of the Winged Greyhound—the mark of quality in saws. 


In fact, it will be a big boost to business. 


Geo. H. Bishop & Co. 


LAWRENCEBURG, - 


DIETZ LANTERN GLOBES 


SELECTED BEST QUALITY 

















Dietz Globes are made from carefully con- 
structed moulds and bear the (oetz) Trade 
Mark. They are all selected, evenly ground top 
and bottom, and free from streaks and blemishes. 
Dietz Globes have a square shoulder on top and 
bottom, thus fitting the lanterns perfectly, and 
they can be depended upon to give bettér satis- 
faction than inferior globes not subject to careful 
moulding or inspection. 





j Loh DIETZ 
Dietz Globes cost a trifle more than inferior “BLIZZARD” GLOBE 


imitations, but they last longer, satisfy the user | For cold Blast Lanterns 
and are cheapest in the end. 


DIETZ 
“FITZALL” GLOBE 


For Hot Blast Lanterns 




















Look for the Trade Mark to insure perfect satisfaction. 


Reg. U'S. Pat. Off. 








R. E. DIETZ COMPANY 


LARGEST MAKERS OF LANTERNS IN THE WORLD 
FOUNDED 1840 NEW YORK, U.S.A. 
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standardization plan. 


Successful advertising “hinges” on a 
meritorious product—business men can't 
afford to go after “the name” if they haven't 
“the game.” 


ROYAL WASTE 


is known to be the largest selling waste in the country. ? 

Both jobber and consumer are meeting with excellent results through its 
trebly strong guarantee of actual weight, standardized quality and not over 
6 per cent. “tare.” 





Ask your jobber or write for the Royal Sam- 
pling Catalog No. 22, showing 12 grades of 
Cotton Waste (6 white and 6 colored). Sam- 
ples of Wool Waste mailed on request. 


NOTE—If your policy will not allow a sudden change to our new selling 
plan, we will fill your orders under the old system. , : 


Royal Manufacturing Company 


Rahway, New Jersey 


New York Office: 2 Rector Street. San Francisco Office: Wells-Fargo Building 
Chicago Office: People’s Gas Building St. Louis Office: Syndicate Trust Building 


Look for the Brand on Each Steel Band 
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You Don’t Go 
Sparrow Hunting 
With a 14-Inch Gun! 


Royal Waste is being..trade-marked, nationally advertised 
and standardized at a great expense to us, merely because of 
its extreme high quality and the safeguarding value of its 
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ae Wire Cloths 


2x 2 Mesh 


Royal Worcester galvanized 
hardware grades from regular to 
heavy. It is galvanized after 

. Weaving by our special process. 

Woven of evenly tempered 
wire in smooth and _ regular 
meshes. Carefully inspected for 
flaws. 

Made in all styles and weights. 
A large and varied stock is on 
hand at all times for quick 
delivery. 

Special cloths made to order. 





Worcester, Mass. 








eo Royal Worcester Brand 


Wright Wire Company 


6 x 6 Mesh Boston New York Philadelphia Chicago San Francisco 4x 4 Mesh 





Some of the Uses for 
Galvanized Wire Cloth 


Foundry Riddles, Cotton Gins, Car- 
pet and Rug Cleaners. Factory, 
Basement, Schoolhouse and Church 
Window Guards. Skylight and Hot 
House Glass Protection. Tree Guards 
and Animal Cages. Ash _ Sifters, 
Chicken Coops. Boiler Covering. 
Lining Corn Cribs. Dividing Fish 
Ponds. Covering Ventilators, Sky- 
fights and Wool Dryers. Cold Air 
Ducts, Fruit Drying, Threshing and 
Fanning Mills. Wire Lathing. 
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MACHINE 
SCREWS 
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WOOD SCREWS 
TIRE BOLTS 


STOVE BOLTS 
RIVETS BURRS 
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American Screw Co. 





Largest Stock and Greatest Assortment 





PROVIDENCE, R. I. 
Western Depot: 69 East Lake Street, Chicago, Illinois. 









































Weare manufacturers— 
that is our business. Quality 
is our aim. We carry in stock 
a full line Iron, Brass and Bronze 
Screws. Try our make. Be convinced 
that Bridgeport Screws are the best. 


Write for price lists and _ discounts. 


Bridgeport Screw Company 


BRIDGEPORT, CONN. 
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Show these critical women customers of 
; yours what the Voss Platform Washer looks 
like. Invite them into your store and make 
e + ° e 
D 1S la QO ne In them see the conveniences and exclusive fea- 
) p y tures this Washer offers. They will be quick 
to see and appreciate what it will.do. 


your window By our system the washing travels 


straight from one end of the machine to the 
other and the wringer goes with it, or from 
wash tub to clothes basket without a lost 
motion or an extra step. 


Please remember that every machine is 


Voss Bros. Mfg. Co. guaranteed against defective workmanship 


and material. ‘If you want prices and infor- 


Daven port, lowa mation ask for them—but do it today. © 
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Don’t Breed Flies 
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Our Sink Strainer enameled all over is easily kept clean and free 
from odors. It has no grooves or crevices to catch the filth common 
to all sinks. It fits snugly in the corner and does not mar the sink 
enamel. Flies can't breed in Vollrath Sink Strainer. 

We recommend a trial for your summer trade—THEY SELL. 


THE VOLLRATH COMPANY 
New York SHEBOYGAN, WIS. Chicago 
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No Wonder They 
Pay Their Way 


When people have had disgusting ex- 
periences with old-fashioned and ofttimes 
costly mats that curl up at the edges, clog 
with mud and feel hard on the feet, is it any 
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AK iC y wonder that a cleaner and better mat should 
PY VMN. LN find a popular market? 
AALS NAZLs AN, With all its improvements up to date, 


VESTS YA Sleeth Steel Flexible Mats ought to help you 
Se VV Va hang up a few record mat sales. And 
Bene ts tia tie ta 0 e as “| 2 here’s why. 

LE EEE EE OOD EGE ae ae They conform to all uneven surfaces 
a ee eee =6without weakening, due to our Four Fold 
Joint. They can be rolled and reversed. 
Fasily cleaned. Soft as rubber to the foot. 
Made of best galvanized material, in any 


shape and size your customers call for. 





it post haste. 


Wayne Mfg. Co. 


354 Mulberry Street 


Newark, N. J. 


el 
Flexible 
Mats 
7s 








Ask for our proposition. We will send 

















“No Ma’am, we haven't 
them in yet 


You haven't them in yet! Why not? Have you any real excuse to offer? 


You can’t expect a self-made customer to wait until you order PEERLESS 
Freezers. She can get what she wants somewhere else if you can't show her “‘the 
three minute freezer,’’ the freezer that is “‘as easy to grind as a watch to wind,” “the 
freezer anyone can make good ice cream with.” 


Better order your PEERLESS Freezers NOW and 


get first pick at the season's freezer profits. 


We have been advertising in a big way for the past 
40 years. Today PEERLESS Freezers are nationally 
known and bought. See your jobber today. We repeat, 
TODAY. 





The Peerless Freezer Co. 


Winchendon Mass. 





J. C. McCarty & Co., 29 Murray Street, New York, Eastern Sales Agents 





























deena eee 











HARDWARE AGE 


November 18, 1915 

























‘ > © -auamee+ © - cue © - <~ 


O° aummexe © 


ao BR ES RE a er —— ee —_ . 
Rata om an teeth ste oe noe 2 ae as were 
ee ae A Ses Ts er ree een veer 25 ye 7 OO SRG a he rerum Ri Seog Veep ts ead ae: rete eli oo ool cel : ~: an ile mae 
: : Kos $53 eS a8 Se 2 a ie Wwses - 5 ta et a8. Ae te tes Ee Se ES ee Ee ~ oss al = —— * ~ ra ¥g = = ae ost ae pe a <<. 
Tete a RE Sli dacanibialipe sie sacks a EE oe SaaS 287 era RR I a a pe ge eS ee Aenea - bre! Ptipintchb ilies ‘ 


Saeed pen bs aha 
+ ~ peep a worl enema . 
~ eae ener 


: a? © as © - GEEKs © . cums © > Gu 





~ enemas 





























~i)| EET T TIE 
BRRRR8R8 






































Rates from $132 a day 
00 si , 














BUFFALO 


450 Baths 
Rates from +1% aday 





Interested Service 


When we say Hotels 
Statler offer a “complete 
service’ we mean that every 
guest gets what he wants in 
a Hotel Statler. He is served 
by well-trained, unobtrusive 
employees who are in the 
background till the moment 
they’re wanted, and are then 
right at hand and interested. 
He gets this service whether 
he spends $1.50 or $20 a day. 


Every—every—Hotel Stat- 
ler room has private bath; 
outside light and air; circu- 
lating ice water; writing desk 
with plenty of stationery, etc. ; 
local and long distance tele- 
phones; pin-cushion, with 
needles, thread, buttons, etc. ; 
candle for low night-light, 
and numerous other unusual 
conveniences. Morning papers 
delivered free to every guest 
room. 


Hotels Statler lobbies and 


public rooms are cheerful, lux- 
urious and comfortable. 


IH ©) "I IK Ila & 
STAT Lie ik 


BUFFALO - CLEVELAND ~ DE "ROIT 
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Link Up Your Store 
with “Real Solid”’ 


Aluminum Ware 


You can sell satisfaction with 
every article of “Real Solid” Alumi- 
The satisfaction that 
comes from those discriminating 
women who want utensils that can- 
not break, chip, crack, leak and will 
outlast tin, agate or iron. 


num Ware. 


Made in a wide variety of designs 
and all of them worth while as de- 
signs for your stock. You can fit 
out a very attractive case or display 
rack with these articles. 
add immensely to the appearance 
of your store and will sell very 
readily. Sell because they meet the 
requirements of modern methods. 


The Retail Distrjputor of Alumi- 
num Ware will make no mistake in 
stocking up very heavy on “REAL 
OVAL ROASTERS — 
OVAL DINNER PAILS—ANT- 
PROOF ROUND HOOD COVER 
DINNER PAIL, and other items of 
like nature. 


SOLID” 


The trade will demand more of 
CHRISTMAS 
PRESENTS during the coming 
season than ever before. 


these items 


Our new oatalog for the asking. 


Buckeye Aluminum Co. 


Wooster, 
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FOUR KNIVES! 


(1) For Chopping (3) For Ch 
Sausage and Mince Hash, Hog’s 
Sam, Meat, Horse Rad- Cheese, Chicken 
OO ish Hamburg 
/ Steak, Croquettes, 
( 


and Lobster for 
Salads, Tri 
nut, 
Bread and Crack- 
Fine ers for Crumbs, etc. 


(2) For Chopping 
Scrap Meat for 
Poultry, Scrapple, 
Codfish, Corn for 
Fritters, etc. 


Medium Nut Butter Cutter 


pe, 
Vegetables of all 
ie oem for Soups, 
etc. 








p (4) For making 
= Butter from Nuts 
7 of an oily nature. 











Wide utility—that’s why housewives want the 
“ENTERPRISE.” It’s the Chopper that has a 
knife for every purpose—cutting FINE, ME- 
DIUM, COARSE and MAKING NUT 
BUTTER. 


“ENTERPRISE” 
Food Choppers 


do more work; save 
more time; are easiest 
turning. 





Housewives know 
the name “ENTER- 
PRISE.” It stands for 


Chops 2 Ibs. of meat iency to 
On "rnibates” Hwy help and efficiency t 


them. . Persistent ad- 
vertising has shown 
WHY the “ENTER- 
PRISE” is best for 
every purpose. 


Thousands of dealers 
are building up a big 
business and a_ worth- 
while: reputation on 
“ENTERPRISE” Food 


Chops 2% Ibs. of meat “1 
per or tee ht, ( hoppers. 





The demand for 

= 8 “ENTERPRISE” 
aK Pi ; ise } Food Choppers is 
Sp ne increasing not only 
because of their 
wide utility, but be- 
cause they spell 
economy in the 
household. Get 
in touch with 
your jobber 












Chops = lbs. <. ree 
per minute. eight, 
8 Ibs. today " 


The Enterprise Mfg. Co. of Pa. 


Philadelphia, U. S. A. 

















Have you ever had a 
pair of old shoes that did 
not fit you properly? 


If you have you know what a 
woman is up against when you 
sell her a clothes wringer that 
does not properly fit her tubs. 


When a customer wants to 
buy a wringer the first question 
should be “‘What kind of tubs 
have you?” If she has a soap- 
stone or slate tub sell her a 


wringer that will fit that tub. 
Our No. 781-S is one of the 


very best wringers that money 
can buy. Guaranteed for five 
years. Steel ball bearings; en- 
closed gears; |1 inch rolls; re- 
versible water board. 


We make many other styles. 
Send for our large and interest- 
ing catalogue. 


Lovell Manufacturing 
Company, Erie, Pa. 


Largest Manufacturers of Clothes Wringers in 
° the World 
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Sure-Shut 
Clamps 


Sizes: 
ee 146”, 2” 











Mechanics of all sorts will buy up your stock 
in short order. 

Sure-Shut Clamps come in handy on small jobs 
that more massive clamps can’t touch. Light. 
Very strong. Designed to take the place of malle- 
able or cast iron clamps. 


Sure-Shut Hose Mender 


No other device for a similar pur- 
pose is so simple and strong. Can be 
applied in less than a minute by the 
hands alone; no tools required. All 
brass; rust-proof. Detachable. Other 
Sure-Shut Specialties— milk bottle 
caps, key ring hooks, mouse traps, 
book straps, etc. 


Fort Dearborn Mfg. Co. 


Sterling Illinois 

















Hammer patented malleable iron hand 
lamps represent the best value on the mar- 
ket. They will prove a profitable item in 
your store. 


The Clamp is strong — built like an I- 
beam. Quick-action screw, universal- 
jointed face plate. Great seller. 


Hammer goods include many Specialties 
of Malleable Iron, including: Adjustable 
Clamps, Hand Lamps, Hanging Lamps, 
Engine Torches, Oilers, etc. 


Write. 


Hammer & Co., Branford, Conn. 














*““MORSE ” 





ROUND ADJUSTABLE 
DIES AND HOLDERS 


Put up attractively in a 
variety of sets. These dies 
are accurate thread cutters 
and the cases are substan- 
tially built. 


Morse Twist Drill & Mach. Co. 


New Bedford, Mass. 


















Butterfield Com- 
bined Auto Screw 
Plate Assortment 


No Blacksmithor repair man doing automobile 
work can be without these screw plates if he would 
have a properly equipped shop. The assortments are 
equipped with the ever-dependable Derby Dies. Each 
die is in a collet with guide attached. 

Those who are using Butterfield sets write us that 
Derby Dies are the easiest and smoothest cutting dies 
on the market. They are adjustable for tight or 
loose fits by a simple screw arrangement. 

Write us for complete information and let us help, 
you become better equipped for your auto trade. 


Butterfield & Co., Ine. 


Derby Line, Vermont 


BRANCH STORES: 
126 Chambers 8t., New York City 
56 Cadillac St., Detroit, Mich. 
11 So. Clinton St., Chicago, Il. 
810 Delaware St., Kansas City, Mo. 
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THAT 
ROLL 


(and sign) 
Solves Fence Problems 


i IPS Watch your freight depot these days. See 
F V 3 RY TIME how much mail order fence is coming to 
town. Figure out what your profits would 


WITH THE be if you could get all this business. 


You can get it. “Economy” fence will do 
the trick. Make your regular profits. Fur- 


MEN WHO KNOW as ence 





ae 


There isn’t a reason under the sun why 


Horse shoers and Horse owners de- you cannot meet all fencing competition. 
We furnish the fence and show you how to 
mand the _do it. Are you interested? 

: Catalog Houses 
because they have proven their worth The big, direct sellers are good advertisers. 
. ° Their factories are humming e year ‘round. 
in years of service. Know how they do it? Thea’ listen: 


They advertise low priced fence. Every farm 
aper carries their ad. “26 inch Hog Fence 12%c 
er Rod” is the usual catch line. 


RED TIPS 


are made of the high- 
est grade special 
steel properly tem- 
pered. They are 
accurate in proportion, exact in dimen- 


sions and GUARANTEED TO 
GIVE SER- 
VICE 


We have a full 
line of advertising 
° for imprinted Gentlemen: Send me full 
with your name. Send for Booklet K, | information about your 


anti-mail-order fence, with 


containing full information prices and sample: (1) 


“A cheap fence,” you say. True—but it = 
the farmers interested, just the same. Not less 
than six big fence factories are kept busy the year 
’round by featuring these low-priced goods. 


This is business you ought to have. You can 
get it, too. You can beat them at their own game. 


Why?—Because you can meet or beat their 
rices and make your regular profit just the same. 
Furnish a better fence, too. Increase your regular 
fencing and wire business at the same time. 












Keystone 
Steel & 
Wire Co. 


Peoria, III. 





eeeeeoeeea eevee ee 


Neverslip Manufacturing Co. 


New Brunswick, N. J. 
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No. 300 
Spring Adjustable 


“KATZ” 
Screen Door Hinges 


Made of Wrought Steel or Brass, 
equipped with Springs concealed in 
a steel tubing Axle. Will not break 
if hammered. They combine 


STRENGTH and BEAUTY 


Write for Catalogue No. 19 


LAWSON MFG. CO. 
215W.Huron St., CHICAGO, ILL. 

















Made in Two Sizes 
24g and 3 Inch 











Packed Complete with Screws 
One Set to the Box 


’ Finished in Japan, Dull Brass 
or Old Copper 


MORGAN SPRING COMPANY 
No. 1 Bond Street 


Fits Fastens 
a in the! 
simple mortise 
and without 
easily | nails 
made or 
mortise screws 





"No. 10 Ball Bearing. 
No. 110 Cone Bearing. 


GRAND RAPIDS 
ALL STEEL 
SASH PULLEYS 


Are the most popular with the trade 
We make fifty different styles 


Write for catalog 
SAMPLES FREE 


GRAND RAPIDS HARDWARE CO. 


WORCESTER, MASS. 520 Eleventh St. | GRAND RAPIDS, MICHIGAN 























-\\ Tubular Rivets and Bifurcated Rivet 
J geste TT TT A A 


\ \ 
SLOTTED CLINCH AND TUBULAR RIVETS FOR MANUFACTURERS 


AUTOMATIC MACHINES FOR SETTING TUBULAR 
QUTSIDE PRONG AND SLOTTED CLINCH RIVETS 


‘JUDSON L. THOMSON MFG. CO., Waltham, Mass. 


Chicago Branch: 316 North Michigan Ave. 


JAP ANNE Vets. o 
h\. rUSULAR « SIVE 


euDsoR L.- 





eS 








CARTON ASSORTED RIVETS 
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HICA AK 


SPRING oo 
DISTINCTION 


The Chicago “Relax” Spring Hinge has distinctive features which impress 
your customers and create the demand. 


The spring action release allows the door to be placed open at any desired 
position and automatically re-engages when the door is closed. 

Chicago Spring Butt Company Ko 

CHICAGO NEW YORK \ee/) 


Send for Catalogue H-32 
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BOMMER 





\¥ = e * 
ODVGAEDASAADANESANANOONAEEGAUACUUEOANOUONANOERL UOT AAEUNEAAA EET : Floor Surface Spring Hinge 
Bum pers : eo and — Features 
That Stand 6 he 
The Bumps | a 








Reliable, Prof- 
itable and Quick 
Sellers. 

Get our Prices 
and we will get 
your business. 








The 
Shelby Spring 
Hinge Co. 


SHELBY OHIO 
I UNSUAAULAERMALUDESEALOUN NET TATEL 





This i is hes most yeeres e a its 

‘It holds the door open chinge ts 7 
go degrees. The spring-action can also be 
entirely released as long as desired so that 
the door will swing free, without spring-action, 
in either direction, by inserting a wire nail 
(when the door is open) into a hole provided 
in the side plates for that purpose. The 
spring-action can be restored by withdraw- 
ing the nail. 


Bommer Brothers, Mfrs., Brooklyn, N. Y. 














No. 170 NEY Carrier 


Lightest draft Fork Carrier made. 7-in. Roller 
Bearing Sheaves. Wide mouth permits the lift- 
ing pulley to carry near track. Made extra 
strong. Big seller. Good profit. 


We make the largest line of Haying Tools in 
the world. Send for New Catalog. 


The Ney Mfg. Company 


No. 170 Canton, Ohio 
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Is it easier to attain success to-day than it was ten years 
ago, or does it only seem so? Then they had to experi- 
ment and grope about in the dark until they finally won out 
through their own physical effort. Now we have the benefit 
of all the experience and life study of these pioneers as well 
as of the great men of to-day, so tabulated that we may 
know just what to do in almost any case. 


There is more competition now, however, and it is a 
battle of mental training and endurance with Success crown- 
ing the man who has the best mental and physical equip- 
ment. What are you doing to strengthen yours? 


“Secrets of Personal Culture and Business Power” may 
well be likened to a milestone or guide post on the Road to 
Success, for every one of the fifty-eight concisely written 
articles which you will find listed in this advertisement gives 
a straight-from-the-shoulder argument on the improvement 
of the mind and body. These articles are taken from actual 
examples in the social and business life to-day. 


Believing that every copy sold will help to sell more, we have 
set aside one thousand copies of this book for advertising 
purposes and will supply them to paid-up subscribers, and 
advertisers at a nominal price of $1.00, while they last. 


239 West 39th Street, New York 


The Road To Success 








CONTENTS 


My Mind to Me a King- 
dom Is. 
Your Vision Is 


Not 
Limited by What Others 


Have Seen. 

The Ruby Stone. 

The Map of Life. 

The Army of Failures. 

Your Troubles Are 
Made-.in Your Own. Work- 
shop. 

Shade Trees and Day 
Dreams. 

The Advice of a Man 
Who net Hold a Job. 

The Idl 

+ liso 

The Man Whom I Shall 
Not Fail. 

Our Backs Are _ Bent 
from Useless Toil. 

Eliminate the Failure. 

The Sons of Men. 

Men and Pygmies. 

A Disease of Personality. 

Making Good and Making 
Excuses. 

You Are If You Are. 

Shedding the Cocoon. 

he Refining Process. 

The Fixed Star of Cour- 
age. 
Why the Brain Goes Into 
Bankruptcy. 

The Rules of the Game. 

A Person and a Person- 
ality. 

The Gossip Microbe. 

Weeds and Flowers. 


The Effect of Business on 


Morals. 

The Phantom of Fear. 

The “Illusion”? of Success. 

As It Seems to Me. 

The Dividing Line. 

What Men Fight About. 

The Force That Is Molding 
a World. 

The Demi-Tasse of Life. 

The World Changes as We 
Change. 

Enemies Are Assets. 

The Mischief-Maker. 

The Builder’s Trowel. 

The Walking Delegate of 
Discontent. 

Explanations and  Apol- 
ogies. 

We Pay Taxes on Idle 
Brain Matter. 

Alleys and Ash Cans. 

Penalty of. Originality. 

The Intellectual Failure. 

All Civilizations Are 
Built on Business. 

Intellect Has Replaced 
the Crystal-Gazer. 

The Seven Mistakes of 
Life. 

The Secret of Personal 
Influence. : 

The Text-Book of Mis- 
takes, 

To Exist Is Not Enough 
—We Must Live. 

Folly Is the Key to Wis- 


dom. 

The Tallow Candle and 
the Electric Light. 

ife’s Illusions and 

Realities. 

The Man Who Can Is 
the Man Who Does. 

Only the Plan that Fails 
Must Be Explained. 
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7GASOLINE-ELECTRIC UNIT 


L i G HTIN G SYSTEM No Batteries, no Switchboard 


or Rheostat : 





Standard 110 volts — direct 


For the country home, the schoolhouse, the grange hall, 
current—automatic voltage 


the small store—here is a wonderful new electric lighting 
system, practical, simple and low in cost of maintenance. regulation by potential gov- 


a , ne P ; , ernor ; 
Ihe “Uni-Lectric” is the first and only machine of its ; 


kind, a complete, self-contained, compact electric gen- 


erator—a complete “Central Station” plant in domestic Bosch high tension magneto 


size — without any of the elaborate and complex ignition ; 
mechanism of the ordinary “private lighting plant.” It 
consists of a small, 4-stroke motor of the high efficiency Gasoline, lubricating oil and 
_ type operated by gasoline or other similar fuel and direct- water reservoirs self-con- 
connected to a specially constructed electric generator. tained — no piping neces- 
The generator develops standard 110-volt direct current. asic 
From 30 to 50 Tungsten lights of different sizes may be 
carried on the line at a cost that is exceedingly slight. In Automatic forced lubrication; 
addition, any sort of electric cooking device may be 
attached to the light sockets, while ample power is Thermo-syphon cooling sys- 
furnished to drive churns, washing machines, water “JI 3 
pumps, etc. eek 
The “Uni-Lectric” is efficient silent and “fool-proof,” Automatic carburetor; 
and exceedingly simple to operate. A turn of the high- 
geared crank starts it—closing the magneto switch stops High efficiency engine—rotary 


it. No attention is required save replenishing gasoline, 
oil and water as needed. 


The Right Proposition 
For the Right Dealer 


Every farmer or small store keeper in your locality is 
a live prospect for the “Uni-Lectric” outfit. You don’t 
have to sell him on the superiority of electric lighting 
over acetylene or kerosene. Simply secure one machine, 
and let it run the lights in your store or warehouse as a 
practical “see-for-yourself” demonstration of efficiency 
and economy. One “Uni-Lectric’ machine in actual 
operation is its own best salesman, and what is more, you 
have its use while demonstrating. 


sleeve valve type. 





A year of success stands behind the “Uni-Lectric.” 
Last season direct orders exceeded our production. This 
year we have greatly increased our output, and are able 
to offer territory to first-class dealers. 


Get our proposition and dealer’s prices at once. We 
have already closed extensive territory, but many districts 
are still open. Write now if you want exclusive rights. 


WATERMAN MOTOR COMPANY - 


118] Mt. Elliott Ave. Detroit, Mich. 


Dmensions and Weight: 
42 inches, height 
24 inches, width 
25 inches, length 
Shipping Weight, 600 Ibs. 
Net Weight, 390 Ibs. 
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Only the Institution that Serves 
Has the Right to Survive 





QO 








Trade papers are as different in their character as men, and 
the trade paper that renders a useful service to its readers is 
entitled to the consideration of every man whose interests are 
centered in the field which that paper is serving with its brains 

and energy. 


Every man engaging in business should, for his own sake 
and success, strive to become a leader in the broad acceptance 
of the term. This not only involves frequent self-examination, 
but necessitates a study of other men’s methods and a never- 
ending investigation of business conditions. 


For example, Selling is a Science and in a large measure is 
the basis upon which a business firm must depend for its profits. 
So in every progressive institution business conditions are 
studied with the greatest care by a man who is an experienced 
student of this end of the business. 


The purpose of HARDWARE ACE is to assist hardware 
merchants to take their places as business men with manufac- 
turers and bankers. During the last ten years the advance-_ 
ment in this direction among hardware dealers has been 
remarkable; and in all fairness to them it must be said that 
this advancement has made the growth of a paper such as 
HARDWARE AGE possible. 


HARDWARE AGE is considered to-day the best and most 
accurate trade paper in the hardware field, because its sub- 
scribers are the more progressive merchants who are not store- 
keepers but business men—consequently expecting a paper of 
a high standard, it is produced for them. In other words the 
subscribers of HARDWARE ACE are students of the hard- 
ware business. — 


HARDWARE AGE comes from the press every Thursday. 
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HARDWARE AGE 
239 West 39th Street | New York City 
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Your time 
is worth 
money. You 
can save it. 





If your customers are annoyed by breakdowns of the Door Checks 
they have purchased from you, they look to you to make: good. This 
makes trouble, causes friction and takes time that is valuable to you 
and which you can save by selling to your trade, for equipping the 
buildings of your territory, the reliable | 


SARGENT 


Reg. U. S. Pat. Off. 


Liquid Door Check and Spring 


The powerful tested spring, the one-piece spindle, the careful fitting 
of plunger and other parts are advantages possessed by the Sargent 
Check; friction, wear and leakage are eliminated. 


The reversible feature, by which the Check can be used for either 
right or left hand doors without changing any of the parts, is another 
advantage which has proved a great convenience to Check users. 


For satisfaction and profit in Door Checks sell the Sargent. 


Sargent & Company 


Manufacturers of Hardware for more than 60 years 


New Haven, Conn. New York Boston Chicago 
































ih 
'.. 
& 


* ® * * 





Keystone No. 5 


Disston Exhibit 
Panama - Pacific 
International Exposition 


Twelve Highest Awards—including 
Four Grand Prizes 


SAWS TOOLS FILES 








so 1 toate 


(Ks$5a) Henry Disston & Sons, Inc. vuy 


nce Philadelphia, U.S. A. 
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Pr O;m. ° 


MORE BUSINESS 


The demand for paint is growing every day—because the 
uses of paint are multiplying daily—that means paint users 
are increasing also. The way for you to turn this increasing 
demand into bankable profit is to get ready to supply it. The 
moment you get the sale of 


Nionarch Paint 100% Pure 


“The paint the people want’’ 


you are ready for more paint business—and you'll get it, too—we propose 


to help you. 
After the first sale the paint will bring the buyers back for more, and 


from that moment on you will begin to “cash in” a continually increasing 
profit on the “quality” we put in the paint. Get our plan to bring buyers 


into your store. Sp Pe 
The worth of our product and service is individual and you should write 


for our proposition. 


THE MARTIN-SENOUR Co 
PAINT -°VARNISH MAKERS 


SED [BOG ee CHICAGO, MONTREAL, LINCOLN AND WINNIPEG 
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: O Be ready for the next prospect—quote him : 
: BELLS on the spot from an adjacent Hardware Age = 
: Retall Cost | List R B d = 
Price Card | 
: and “close the sale.” : 
2 Sey An indestructible commodity in 9 sizes, made : 
: | of tough, heavy cardboard, linen paper fac- | Z 
=| ing on both sides, and an unobtrusive brass edging that does the trick. 2 
: 10 per cent. discount on orders for 2 dozen cards—circular and sample on request. : 
_| Hardware Age Book Dept ™s.Tugumnsm= | 
En nnannnmnssansamananmnmnnatl 
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Look Into 
This Caster 


Proposition 


It is decidedly worth your while to carry a 
line of Steel Gem Casters. 


In the first place the casters themselves can 
boast of a variety of features ‘which only need 
mention to effect a sale. 


Secondly, Steel Gem Casters embody twelve 
distinct lines. There is a sufficient variety of 
styles and types and sizes to meet every call. 


Thirdly, our method of packing Steel Gem 
Casters four in a box is a boon to both salesman 
and customer, helping them to serve and be 
served without loss of time. 





Ask for catalog covering pertinent selling 
points. 


M. B. SCHENCK CoO. 


Meriden - - Connecticut 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 
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Protection for the To 
of the Barn-Door 


S a seller you are naturally as interested in the 
improvements of which we shall speak, as 
the buyer himself. 


We 


By studying the lower illustration you will note that 
the Improved Storm-Proof Rail has an extra long over- 
hanging cover which renders full protection to the open- 
ing above the door-top, keeping out all moisture. 


And the Tite-Fit Joint is another means of protection, 
preventing water from running down into the “‘works.”’ 
The cross section cut also gives you a good idea of the 
roller-bearing feature which is important in that it main- 
tains smooth and noiseless action. 


The No. 88 Adjustable Storm-Proof Door Hanger, 
illustrated above, together with the Improved Storm- 
Proof Rail previously mentioned and shown below, will 
put you “in good” with farmer trade. 


They both have features you should know in detail. 


Write for the National Catalog. 


National Mfg. Co. 


Sterling Illinois 





